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The Brown Family Leads for Fall 


All Industry in Accord on Darker Colors 


é“c HEN nature splashes 
color all over her im- 
mense picture, what an 


opportunity is presented to our in- 
dustry to blend into the autumnal 
cycle.” This preface appeared in the 
Shoe Style Conference worksheet 
used: by the joint styles committees 
in the preparation of shoe and 
leather styles report for Fall and 
Winter, 1927. And this key-note 
dominated the entire meeting. 
Contrary to the precedent set in 
the last two styles conferences, when 
a most colorful presentation of style 
on the runway was the fea- 
ture, this season’s session 


tendance. If the judgments of 
these men, working in accord, are 
worthy of national acceptance, then 
the styles report, appearing in this 
issue, should serve as the platform 
for the shoe and leather industries 
and their operation for the Fall and 
Winter season of 1927. 


HE morning of the general styles 
conference was devoted to an out- 
side view of fashions and their rela- 
tion to footwear. John C. McKeon 
presided and introduced A. H. Geut- 
ing president of National Shoe Re- 





was strictly business. The 
retail shoe merchants, un- 
der the leadership of Gen- 
eral Chairman John J. 
Holden, met on Tuesday, 
April 27, at the Waldorf 
Astoria Hotel and worked 
a full eight-hour day on the 
preparation of its style re- 


Color 


Always of great importance, but particularly 
so this coming season, due to the fact that shoe 
colors must blend, harmonize or match the 
costume or the accessories. 


The official colors are: 


tailers’ Association. Mr. Geuting 
speaks of the importance of the style 
conferences, and particularly stresses 
the need for cooperation and organ- 
ization. “Anyone can work out little 
individual ideas, but the general 
trend of the shoe business must be 
taken up, not individually, but in 
group gatherings. One must con- 
centrate to progress. Everyone 
should cooperate, and then success 
is ahead.” He feels the colors agreed 
upon last year are good, and the 
biggest color season will be in May 
and June. “Colored shoes in stock 
will all move within the 
next two months.” Since 
it was due to the agree- 
ment of the garment asso- 
ciation on black and white 
that the shoe _ retailers 
found it impossible to move 
their colored shoes, Mr. 
Geuting makes the sugges- 
tion that a smaller meet- 
ing be held to cooperate 





with the garment trade in 
order to learn their deci- 


W HIPPET 
BRIERWOOD 
ANDORRA 


PLAZA GRAY 
SAUTERNE 
STROLLER TAN 


port. This was the basis 
of operation for the final 





styles report, which ap- 
pears on the following 
pages. 

Make no mistake about 
it, this was a nationally at- 


The lighter shades of these recommendations 
will undoubtedly be in great demand early in 
the season, but the demand for the darker 


sion at their usual every 
sixty day meetings. In 
that way the shoe trade will 
work more in harmony 





shades is bound to increase as the season 


with the garment trade. 
Mr. McKeon then said 





tended style conference. 
There were merchants and 
manufacturers, tanners, 
wholesalers, traveling 
salesmen and rubber men, 
a regular blue book of the 
industry, with every big 
representative leader in 
each of the trades in at- 





progresses. 


The brown family will undoubtedly domi- 
nate the fall and winter color trend instead of 
the tans of the spring and summer. 


JOHN J. HOLDEN, 


Chairman General Styles Committee N. S. R. A. 











that colors are absolutely 
essential in the mainte- 
nance of volume in the 
women’s game. If colors 
are bought and retailed 
with some _ proportionate 
sense of their values, there 
can be no disaster. 


[CONTINUED ON PAGE 47 j 
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Platform of Shoe Styles 
For Fall and Winter, 1927 


Nationally Accepted by Joint Styles Committees 
in New York, April 27 


A Caution to All Merchants:— 
It is suggested that shoes recommended in this Fall and Winter Forecast are not offered 
for sale to the public prior to September, 1927. 
OUR SLOGAN 
TWO DISTINCTIVE SEASONS— 
SHOES FOR THE SEASON AND OCCASION 
Light cut oxford heights, principally in the brown family for alt and winter. 
Colorful, light, airy effects for spring and summer. 
SPECIAL NOTE 
The styles committee recommended for the spring and summer season of 1927 
COLORFUL SHOES 
They include the blond, gray and tan shades as outlined in the color card. 


It was 


pointed out that color would lighten as the season progressed. We want to add that 
we believe that colorful shoes will be at the height of demand during May, June and 
early July. 

Costumes that will be worn during these months will be more suitable for these 
colorful shoes than were the costumes of January, February, March and April. Also 


weather will, of course, be more seasonable. 
Colorful shoes have been and now are in demand, and will be in greater demand as 


the season progresses. 


Women’s Styles for Fall and Winter 


WOMEN’S STYLES 
Types for General Use 


PATTERNS: 
1. Oxford Effects. 
2. Oxfords. 
8. Broad One-Straps. 
4. New High Cut Gore Effects. 


LASTS :—Present Types. 


HEELS :—8/8 to 14/8—12/8 to 
14/8 predominating. 


MATERIALS: 

1. Brown and Black Calf and Kid. 

2. Genuine Alligator and Alligator 
Calf. 

8. Some Suede Leathers. 

4. Colors will darken as season ad- 
vances. 

The smarter types of shoes recom- 
mended under this classification 
will be appropriate for wear 
with Fall sports costumes. 


For Sports Wear 


PATTERNS :—Oxford and Tie Ef- 
fects. 


LASTS :—Present Types. 


HEELS :—8/8 to 12/8. 


MATERIALS :—Brown and colored 
leathers and combinations. 


Types for Dressy and Informal 
Wear 


PATTERNS: 
1. Fancy Oxford Effects. 
2. One Straps. 
3. Ornamented Front Gore Effects. 
4, Pumps. 


LASTS :—Present Types. 


HEELS: 
14/8 to 18/8. 
13/8 and below. 
The demand for extremely high 
heels is waning. 
The type of the shoe should de- 
termine the shape of the heel. 


MATERIALS: 

. Patent. 

. Brown Leathers 
Reptilian). 

. Brown or Black Suede. 

. Black Leathers and Reptilian. 
. Satin. 

n style shoes the new high lustre 


(including 


semi-patent finished leathers 
are deserving of consideration. 
Most prominent of these are 
Brown, Gun Metal, Blue and 
Wine. 

Amplifying the basic leathers and 
colors given above, we call spe- 
cial attention to the many 
leather and color COMBINA 
TIONS which will be in active 
demand during the Fall, 1927, 
Season. 


EVENING SLIPPERS 


PATTERNS: 
1. Straps. 
2. Pumps. 
LASTS :—Present Types. 
HEELS :—16/8 and up. 
MATERIALS: 
1. Silver and Gold Kid and Metal 
Brocades. 
2. Black Satin. 
NOTE: 
Novelties in leathers and fabrics 
and white satin for tinting will 
be shown. 
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Important Changes in 
Juvenile Shoe 
Classifications 


The Committee has adopted the following designa- 
tions for Juvenile Styles: 
Children’s sizes up to 11 
Junior Misses’ sizes 1114 to 2 
Misses’ sizes 21, to8 

The last two designations replace the former con- 
fusing designations of Misses and Growing Girls. 
This is in recognition of the factor of style which 
has so largely entered into the creation of shoes for 
the older girls and the terms create a more mature 
atmosphere than the former designations, as the 
young miss rightly objects to being deemed as grow- 
ing girls, while her younger sister was honored with 
the designation of Miss. 

The new style element in Juvenile Shoes has stimu- 
lated greater interest among the public, increased 
pairage and has imbued buyer and selling force with 
renewed zeal in their vocations. It has, in short, 
expanded opportunity for profit. 

Children’s Style Committee 
Maurice Yoskin, Chairman 


( ui | | | 


Junior Miss 


Juvenile Styles for Fall and Winter 


JUVENILE STYLES REPORT 


FOR SCHOOL WEAR 
Patterns for Misses (Sizes 2% to 8) 


FOR DRESS OCCASIONS 
Patterns: Junior Misses (Sizes 11% 
to 2) and Children’s: Straps, 
Ties and Step-in Gore Pumps. 
Leathers: Patent and Tan Leathers 
(see color card for novelty 
leathers). 
Misses: (Sizes 2% to 8) Straps, 
Ties and Step-in Gore Effects. 
Boys and Youths: Following the 
trend of men’s shoes with plenty 
of sport effects in leathers, lasts 
and patterns. 


Tans in Smooth and Boarded 
Leathers, Patent and the newer 
novelties. 

Leathers for Junior Misses (Sizes 
11% to 2) and Children: Elks, 


and Gore 
Smooth and Grain Leathers. 


Oxfords, 
Effects. 

Patterns for Junior Misses (Sizes 
11% to 2) and Children: Ox- 
fords, Tie Effects and High 
Shoes. 


Leathers for Misses (Sizes 2% to 8) 


Straps 


PLAY SHOES 


Patterns: Moccasins, Shield Tips, 
Plain Toes and Brogue Effects. 


Leathers: Elk and Grains. 








[CONTINUED FROM PAGE 45] 

Mr. Laird Simons of Philadelphia 
spoke as chairman of the Board of 
Directors of the Tanners’ Council of 
America. In speaking of the need 
of adjusting ourselves to the present- 
day price and demand of leathers 
as compared to those during the 
war, he said: “A period of dictation 
is a period of high prices, whereas a 
period of conferences is a period of 
fair prices. And the object of this 
meeting is to consider these great 
fundamental problems, for undoubt- 
edly the shoe industry problem is the 
same as the leather problem. The 
tanners want to produce what is 
wanted, but must know in advance 
what the demand is. Cannot style 
be diversified so that no one leather 
is given all demand, and no one type 


of raw material suffers through en- 
tire lack of demand? That is the 
great problem from the tanners’ 
standpoint, and if it can be taken up 
from the shoe manufacturers’ and 
shoe retailers’ standpoint, we can 
give to the public better shoe cover- 
ing, more tasteful shoe covering at 
a price that they can afford to buy 
more of; at a price that we tanners 
will lose less money on; and you shoe 
manufacturers and shoe retailers 
will have to take less loss on. These 
economic problems have to be con- 
sidered in facing this question of 
style and change.” 

Miss Cummings, fashion consult- 
ant of Saks-Fifth Avenue, was then 
introduced. She spoke on “Fashion.” 
“Fashion is such a wide thing—who 
is responsible for it; how do we ar- 


rive at it; and how does it happen? 
The retail angle is a much easier 
one than that of the manufacturer, 
since the retail man can work closer 
to the season. There is always some 
big movement behind everything. 
When anyone gets an idea it would 
be nice to introduce something new 
and different, it just falls. Every big 
fashion change we have ever had has 
had the public approval behind it. 
This season we will undoubtedly see 
some short sleeve dresses for the 
first time in a long time. Why? It 
is very smart to be dark and sun- 
burned. The fashionable folks are 
returning from the southern resorts 
wearing coats of tan. Therefore we 
will go to short sleeved dresses and 
be more exposed. Every fashion is 
just an outgrowth of the fashionable 


[CONTINUED ON PAGE 49] 
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Men’s Game Leaves Defensive 
And Now Moves Forward 


"T= men’s shoe styles conference was no longer a passive, inactive part of the National Shoe Styles Con- 


ference. It was given a definite part on the program and the larger portion of the afternoon session was 

devoted to men’s shoes. The outstanding utterance was by George Geuting, who said, “the men’s game is 
no longer on the defensive. We are moving forward. The next man who comes into my office and says, ‘Watinell 
is the matter with the men’s game?’ is going to be thrown out on his ear, for the men’s shoe business is coming 
into its own. This is its great year of achievement.” 

Jesse Adler, the chairman of the men’s style committee, worked for two days, enthusiastically supported by 
other men’s: shoe retailers, and in next week’s issue we shall tell what “Two Gun” Adler had to say on the 
subject. 

Harry Messenger, advertising manager of the A. E. Nettleton Co., spoke in the place of Henry W. Cook, 
president of the National Boot and Shoe Manufacturers Association and presented sixty advanced styles, which 
were projected on a screen, a selection of which also will be shown in our issue next week. 

Comment was made on the excellent showing in men’s shoe production in January and February, 1927, which 
reached nearly 1,500,000 pairs more than in the corresponding months of 1926. 








Men’s Styles for 
Fall and Winter 1927 


General Wear 


TYPES: 

Oxfords will predominate as heretofore, - but 
where Staple high shoes have sold they will con- 
tinue selling, and in some localities high shoes 
will be sold if displayed. Every retailer must 
judge his own clientele. 


LASTS: 
In Medium Grades. Brogues, Balloons, extra 
wide Balloons; French and Conservatives. 
In Higher Grades. Brogues, French, Con- 
servatives and some narrower toes. 


COLORS: 
Tans and Blacks. Darker tans will offset the 
sales of some Blacks. Retailers are urged to 
push Tans for Fall. 

HEELS: Leather and Rubber, depending on the 
type of shoe. 


' LEATHERS: Calfskins, Grains and Kids. 

















Informal Evening Wear 


TYPES: Oxfords, plain and tipped toes. 
LASTS: Medium and Brogue types. 


LEATHERS: Black Calf and Patent Leather; dull 
leathers increasing. 


HEELS: Shapely heels of leather. 


Formal Dress Wear 


TYPES: Light weight plain toe Oxfords. 
LASTS: Medium and Custom. 

LEATERS: Patent. 

HEELS: Close trimmed, shapely heels of leather. 























General Sport Wear 


Retailers must determine for themselves their 
winter line of shoes for sport wear, as they are 
not sold extensively. 
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[CONTINUED FROM PAGE 47] 
life. It is necessary to watch all 
changes. Tennis is resuming its 
popularity. It is affecting the style 
in frocks, shoes, hosiery, and is intro- 
ducing all sorts of novelties in head- 
bands, Styles do not grow quickly. 
Therefore it behooves the retailer to 
watch the sports in his own locality. 





orange tones, will be par excellence. 
Tans and browns form the _ back- 
ground of your next season. The 
woods of the fall paint all the colors 
that will be popular this fall. There- 
fore, visualize the woods. The last 
green of the trees will also be scat- 
tered among the browns. Half and 
half—dark browns and black. Black 
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ners on the marked improvement in 
color over the last five years. “A 
good color sense is being developed. 
Everyone is thinking color, and 
though the thinking may not be thd 
keenest, at least we are thinking, 
If we keep to closely scaled colors, we 
cannot go wrong. Complementary 
colors are apt to slip, since only the 





and buy accordingly. With the popu- 


larity of the sport roadste: 
last summer, it was neces- 
sary to introduce a new eve- 
ning wrap for the young 
folks who attend social func- 
tions in the roadsters, and 
the customary silver and 
gold cloth evening wraps 
were not appropriate. There- 
fore heavier wraps with 
elaborate linings were intro- 
duced. Emphasis must be 
put on the ensemble of 
fashion. There was a time 
when a shoe was a shoe, and 
a hat a hat, but now the shoe 
will lose its effect if it is 
worn with the wrong frock 
or hat. In Paris the dress- 
makers are taking up the 
perfection of detail. They 
suggest the shoes to be worn 
with a certain frock, and im- 
mediately the purchaser of 
the frock has the shoes made. 
The dressmaker will take a 
slip of the trimming used on 
the frock and advise having 
shoes made to match. There- 
fore, the shoe trade has got 
to know if velvets are fash- 
ionable, or brocades; if the 
style is for contrast or har- 
mony. There is a shoe for 
every dress, and a shoe for 
every occasion. If the pat- 
terns are too fancy the pub- 
lic will turn around and be- 
come entirely neutral. 

Mr. McKeon asked if shoes 
were to blend with hosiery 
or match, and Miss Cum- 
ming stated that in America 
there has already been a 
heavy trend toward darker 
shades in stockings, but in 
Paris they will never wear 
the gunmetal and darker 
shades. 
follow Paris. 


[We hold for next week’s issue 
the very practical story of style pre- 


is acomplement to green.” Although 








Footwear for the fall and winter season 
should be distinctly different from that 
offered for the spring and summer season. 

The most important note in our recom- 
mendations and forecast for the next 
period therefore should be: FOOTWEAR 
OF OXFORD HEIGHT which includes 


OXFORDS 
EYELET TIES 
FRONT GORE EFFECTS WITH 
ORNAMENTAL BUCKLES 
FRONT GORE EFFECTS WITH 
NOVELTY FRONT DESIGNS 


Straps should broaden as the season 
progresses and all pumps should be what 
is known as the “closed up type.” 

This, of course, is in direct contrast to a 
large per cent of the models now being 
worn. 


MATERIALS 


Leather in weights slighty heavier than 
those used during spring and summer will 
most undoubtedly be used. 

CALFSKIN should come 
popular demand. 

KIDSKIN will continue, as always, in 
demand in high-style footwear and the 
so-called comfort types. 

SUEDE finished leather will undoubt- 
edly be used more extensively than for 
severel seasons past. 

GENUINE LIZARD, SNAKE and ALLI.- 
GATOR have come into more general use 
during the last few seasons and no doubt 
will continue in popular favor for some 
time. 


into more 





In this respect, we do not 


gray is the biggest thing in Paris 
right now, Mrs. Rorke could not see 
it for fall. The color has its strong- 
est call in spring and summer. 
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cated. 
aroused. His 
brought to the point where he will 
want the correct shoes, and that 


artist knows how to blend colors. 


Taking the gamut of brown. 
Any in that range will al- 
ways blend right. Remem- 
ber this if in doubt. Colors 
are sometimes killed before 
they are born when they 
are pushed too early and too 
strongly. This is not so like- 
ly to happen in the fall. In 
the fall, the colors merge 
from the colors that are 
shown in the summer. But 
in the future, watch your 
step about bringing out 
colors too soon.” 

In discussing men’s shoes, 
Mr. Messenger said: 

“There must be a ‘reason 
why’ for all things—other- 
wise they would not exist— 
and this ‘reason why’ should 
be known, should be under- 
stood by all. 

“I wonder if, perhaps, the 
lack of something of this 
sort is not responsible for 
the disinterest in correct 
shoes for the occasion—style 
consciousness, as some call it. 

“Does that big majority 
of the great American man 
market know the ‘reason 
why’ a certain type of shoe 
should be worn with a cer- 
tain kind of clothing? Is 
he deliberately wearing that 
same pair of tan shoes with 
a blue suit, and a brown 
suit, in defiance of his own 
better knowledge? Is _ he 
knowingly being marked 
among well-dressed men as 
one who is ignorant of good 


taste in correct dress? I 
think not. He doesn’t real- 
ize his predicament. He 


doesn’t know. 

“Then he should be edu- 
His understanding should be 
interest should be 





sented by Madam Hamilton Jeffries 
—a real contribution to the better- 
ment of shoe merchandising. ] 


Mrs. Margaret Hayden Rorke of 


the Textile: Color Card Association 
spoke on “Color.” “Everything gravi- 
tates to color. Fashion is coming 
back to nature. ' Browns, with ‘de- 
cided reddish, copper, rosé and 





“When you have navy blue, you have 
gray, but as fall comes on, grays will 


fade away. There will be combina- 
ations, of course, but nothing 
strong.” 


McKeon spoke of the many mon- 
grel effects put out in footwear, that 
would be ‘better stopped. To this, 


-Mrs. Rorke complimented the tan- 








means more pairs per year. 

“There should be a ‘reason why’ 
back of every pair of men’s shoes. 
They should have a definite place in 
the wardrobe—not as just another 
style, but as a shoe for evening 
wear, for street wear, for business 
wear—for wear with a brown suit; 


‘or a blue suit, or a gray suit, etc.’? 
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Geiting More Shoes Sold Right 


A Longer Season 


mar or for a day, but for a season.” In these 
few words we pack a philosophy that the 
shoe trade should take to itself after its Easter 
experience. No great garland of praise can be put 
on the sales totals for the week previous to Easter. 
Business nationally might be said to be “so and 
so’; in some communities good, and in others not 
so good. 

Here is an idea from S. J. Kramer of the Art- 
craft Shop, Washington, who says, “We get all ex- 
cited and steamed up over one week in the year, 
like Easter. Why pyramid purchases and spend 
ten times the usual amount in advertising, hiring a 
bunch of extra people for this one week? Women 
buy fifty-two weeks in the year, so why concentrate 
on one week? 

“Instead of making one supreme effort, the in- 
telligence and energy should be spread over the en- 
tire year. The time is past when Easter can be 
considered as the one week when all spring buying 
is done. It is impossible for any store to give good 
service during one big rush. Easter is just a sig- 
nal for people to dress up. It is better to get a 
20 per cent increase each month than to try to get 
a 10 per cent increase in one week. 

“Now that Easter is over, what volume will we 
consider as a standard, before or after this holi- 
day. My idea is that the spring business is just 
commencing to open, and that for the next three 
months we will see some real action.” 
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Can You Outguess Them? 


HE merchant who can outguess the women 
stands to win this summer. Recently a RE- 
CORDER man asked a shoe merchant if he thought 
white shoes would have any chance this season. 
The reply was emphatic. “No! Whites are dead.” 
Within ten minutes a girl came into that store and 
asked for a white oxford with a short round toe. 
She could not be interested in anything else. The 
merchant showed her all kinds of light shades in 
parchment, rose blush, gray and even a pair of 
carried-over white pumps. No, sir, she wanted 
what she wanted and walked out with her nose in 
the air. Whence came that desire for white ox- 
fords? Some special occasion? Some special 
dress? Or, was it just a desire for a change from 
the ordinary run of styles and colors? 
Keep right on guessing, you wise men. If you 
can guess what they will not wear you are well off. 


Speed But no Control 


HE “shoe game” today is something like the 

minor league pitcher who broke into fast com- 
pany. On his first try out he pitched only the first 
part of the first. The first ball he threw went into 
the grand stand. The second went into the play- 
ers’ dugout. The third hit the ground 6 ft. in front 
of the batter and bounced over the catcher’s head. 
The fourth hit the batter squarely in the tummie. 
The manager pulled him out then and remarked: 
“Son, the first and main idea in this game is to put 
the ball over that little slab there—called the plate. 
You have lots of speed, son. But speed alone won't 
do in this game. Pack up and get back to the 


sticks.” 


Why Not Try to Find Out: 


HE employment of a few dozen trained investi- 

gators who will visit around amongst the men 
and find out what they are saying and thinking 
will do more good than almost anything that could 
happen. It would give the trade an insight into 
the real conditions. Men are not buying shoes for 
some good and sufficient reason. 

When the politicians want to know what is on 
the public mind they send out their listeners ani 
find out. It does not take a politician very long 
to sense a situation. He knows where his votes 
are coming from—or not coming from. He listens 


and learns. 


A Macedonian Cry 


66 R God’s sake try to get the shoe manufac- 
turers to cut down on styles, they are wreck- 
ing the small-town dealer.” 
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So spoke a small-town shoe dealer to one of our 
associate editors recently. To further emphasize 
his plea he took the writer to his bargain counter 
and pointed out a group of shoes marked at $2.98. 

“There are shoes I paid $5.85 for less than three 
months ago. The salesman assured me they were 
red-hot styles, and that I would clean up on them. 
You can see how well I have done it. More than 
half of the original lot here on that table.” 

This is a serious matter to the small shoe man. 
He is losing money hand over fist in his attempt to 
keep pace with the mad scramble for style. Some- 
thing must be done about it if we are not to have 
a lot of failures in the trade before fall. 


The Return of Sanity 


HE pendulum swings back—slowly but surely. 

The people are tiring of jazz and its attendant 
idiocies. Trained observers are beginning to note 
a tendency on the part of the public to forsake the 
wild things and to favor the sane and sensible. 

A radio broadcaster said recently: “Our pro- 
grams that are most complimented are those which 
give our listeners-in the old-time tunes, songs, mel- 
odies. We get more let- 
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” 


sides,” or any of those semi-historical themes in 
pictures. But the sheik stuff is out. The saucer- 
eyed moron and the varnished-hair cake eater have 
had their day. 

In clothing, the lines are becoming more simple 
and tailor-made in design. Men’s clothing returns 
to normal. Women’s dress follows plainer lines 
with less and less fringe and flapdoodle. 

Is it not time for shoe designers to take heed? 

When the pendulum swings clear back to nor- 
malcy there will be a lot of so-called style makers 
caught out on a limb. 

* * a 

A woman, stranger in the town, walked into a 
shoe store and asked if they carried a certain well- 
known and advertised line. The clerk answered 
that they did not carry that particular line, but 
that they had a line just as good and possibly a 
little bit better. The lady remarked rather indig- 
nantly that there was no line as good. Then she 
walked out. You cannot tell the magazine and 
newspaper reading woman that sort of tale and get 
away with it. They know what they know. And 
the smart manufacturers keep them reminded all 
the time that there is only one shoe worth while. 


a * K * 








ters from the radio fans 
when we put on an old- 
time program of songs. 
Our mail is overloaded 
when we have 4n old 
fiddlers’ contest. ‘My 
Old Kentucky Home’ 
gets more applause 
from the fans than any - 
jazz song about ‘My 
Red Hot Baby Mam- 
my.’ It is a sign of the 
times. People are fed 
up on the crazy stuff. 
They want the simpler, 
homlier, nearer - the - 
heart stuff. We are ar- 
ranging programs now 
with the minimum of 
jazz and the maximum 
of home and fireside.” 
There is a_ revolt 
against theaters—that 
is, the spoken drama. 
Movies are not as well 
patronized as_ before. 
The reason is not far to 
seek. The public has 
sickened on a diet of 
mush and slop. They 
crowd in to see a pic- 
ture like the “Covered 
Wagon,” “Old Iron- 


for two or three years? 








issue, 
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The ‘Reason Why 


HEINZ SHOE STORE 
Tulsa, Oklahoma 


The REcORDER “speaks for itself.” 

The RECORDER was a good journal ten years ago 
when I first became a subscriber; but the RECORDER 
of today is, in my opinion, unequalled as a deline- 
ator of “that which interests the shoeman.” 
abreast with the times and is without doubt one of 
the best guides a shoeman has. 

My recent renewal of subscription for three years 
shows what I think of the REcoRDER. 
each week is eagerly awaited. 

Yours very truly, 
(signed) SOL JACOBS. 
* * # 
How many magazines or newspapers can show a 


big percentage of readers that are paid-in-advance 


Sixty per cent of RECORDER readers send in two 
or three year subscription checks. 


Like Mr. Jacobs, they have confidence in the 
Boot AND SHOE RECORDER, and they want our 
journal to “keep coming” without missing a single 
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What a marvelous 
age we are living in! 
President speaks on 
Washington’s Birthday 
and millions hear his 
voice over the radio as 
distinctly as if he were 
in the living room of 
the home. 

An event of world- 
wide importance hap- 
pens overseas and al- 
most instantly the 
cables and_ telegraph 
wires herald it. 

Morning papers 
chronicle news items 
from all over the land 
and we take it all as a 
mater of course. We 
are a newspaper read- 
ing, radio listening, in- 
formed, intelligent peo- 
ple. 

With all this known 
to manufacturers, we 


still find a few hesitat- 
ing at the thought of 


telling the world some- 
thing about shoes— 
something that the 
world should know. 


It is 


It’s arrival 





President. 
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Guide To Color Selection 


Enabling the Merchant to Sell More Pairs Through Accurate 
Knowledge of How to Harmonize Gowns and Footwear 














Dress Colors 
in Center Circle 
Shoe Colors 
in Outer Circle 


wo a pie cash ae ae a ae 


SS 


Oficial Colors for Fall and Winter. 1927 


PLAZA GRAY WHIPPET 
SAUTERNE ANDORRA 


STROLLER TAN BRIERWOOD 


Seabee oe 


Selection of these colors was made after a most careful study of the indicated trend 
in the wearing apparel trades for next Fall and Winter. 


The names of the colors are in accordance with the standards established by The 
Textile Color Card Association of the United States, Inc. 


"For the purpose of standardization, these names should be used in designating the. 
: colors of upper stock. 
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Brooklyn Starts a New Season 


OST careful 
prepara 
tions are under 


way for the style show 
that the members of 
the Shoe Manufac- 
turers Board of Trade 
of Greater New York 
(the Brooklyn manu- 
facturers), will stage 
in the Hotel Commo- 
dore, New York City, 
May 23, 24 and 25. 





The Shoe Style Conference of April 26 
and 27 shows the way to style for Fall and 
Winter, while at the Brooklyn Style Show 
May 23, 24 and 25, the first high style 
interpretation of the National style 


form will be given. 


show will be held on 
the evening of May 25, 
in conjunction with a 
banquet and entertain- 
ment, to which visiting 
buyers and merchants 
will be invited. The 
entertainment commit- 
tee in charge of this 
banquet is working out 
the details on an elabo- 
rate scale. A long list 
of well known Broad- 


plat- 








The various commit- 
tees for the style show 
have begun function- 
ing and preparations are well under 
way. All preliminary arrangements 
have been made and from now on 
only minor details remain to be taken 
under consideration. 

Invitations to the affair have been 
mailed to a selected list of retail mer- 
chants throughout the country, and 
while the list is impressive, it is 
more or less exclusive and admission 
to the style show will be by invita- 
tion only. 

The basic style trend which the 
manufacturers will follow in the 
building of shoes to be shown on the 
runway have been laid down, and the 
entire show will carry ‘through a 
message of basic style, although 
there will be sufficient individualistic 
touches to satisfy the most exacting 
merehant. The producers are now 
making the new samples, not only 


for display on the runway, but for 
their fall sample lines which will be 
given an initial showing in the indi- 
vidual rooms in the hotel during the 
three days that the show will run. 


CCORDING to present plans, 
there will be two showings on 
the runway on May 23 and 24, oné 
show in the afternoon and another 
in the evening. There will be but a 
single showing of models at éach of 
these shows. Special attention is be- 
ing given to the construction of the 
runway and to the lighting, ‘so as to 
enable all those in the Grand ‘ball- 
room, where the runway will be built, 
to get a good view of the shoes. 
Some new ideas in the showing of 
shoes on the runway have been de- 
vised. 
A special performance of the style 


way entertainers is be- 
ing gone over in order 
to provide a program 
worthy in every respect of the high 
quality of the style show. 

In addition to the individual dis- 
plays of the shoe manufacturers, 
there will be two floors in the Com- 
modore set aside for displays by tan- 
ners, supply houses, buckle and other 
ornament and findings producers 
and wholesalers. 

Particular attention also will be 
given in the style show to the cos- 
tumes, millinery and hosiery, since 
shoes have become a definite part of 
the tout ensemble and must harmon- 
ize in line, pattern and color with the 
other factors in the complete outfit. 
The costumes and accessories will be 
supplied by leading style houses and 
their correctness will be authorita- 
tive. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 
Giving Positive Information 


LEVELAND, OHIO—Wing tips 

and brogues with leather heels 
are going very well in the men’s line, 
at the Stone Shoe Store. A new tan 
shoe with crocodile panel and front 
inlay has just been added to the 
stock, and this item promises to be 
a big factor among the college trade 
to which the store caters. 

Parchment and rose blush ties are 
big sellers for women. Black pat- 
ents are holding up well. 

Sales at the Euclid Boot Shop re- 
main about the same as last year. 
Parchment and rose blush in ties 
and straps get the bulk of the call 
in women’s shoes. 

Young and growing girls are ask- 
ing for high heels and elaborate de- 
signs of the same types used by the 
older generation, according to A. H. 
Elliott, manager of the _ Elliott’s 
Juvenile Shoe Store, 10536 Euclid 
Avenue. Growing girls, he says, are 
especially particular. Patents and 
combinations have been the big 
sellers to youthful patrons. Light 
shades also show a fair turnover. 


ITTLE ROCK, ARK.—Herbert 
Day, manager of the Rose Slip- 
per Shop, reports that the black and 
white combinatione are selling well, 
and from the younger set they get 
many calls for reds and parchment 
T-strap with red trimmings, spike 
heels. Six dollars is the price for 
all the shoes in the shop, “No more, 
no less.” Mr. Day is looking for- 
ward to a large increase at once in 
white shoes, and is featuring 
several new models which are begin- 


Texas saw the start of the sandal 
craze this year, and they are still 
going strong. The “Joan,” shown 
here, was selected from the line of 
the French Booterie in the Titche- 
Goettinger Co., Dallas. It is pic- 
tured in patent with trim of parch- 
ment morocco 


A round-toed model known as “The 
Stadium,” a popular number for 
men in the line of the Walk-Over 
Shoe Store in Winston-Salem, N. C. 
Retails at $10 in black and in tan 


ning to be popular. Among these is 
a white kid one-strap, spike heel, 
with fancy trimming. 

Craig Thurmond, manager of the 
Tuttle Scott Store, says that since 
the spring opening of his store there 
has been an increase in calls for 
water lily pumps with high heels. 
Blacks are on the wane, while with 
each day there are more calls for 
whites, both in sports wear and 
white dress kids. 


OCHESER, N. Y.Spring 
business in the shoe depart- 
ment of B. Forman Co. here is well 
ahead of last year, according to 
Leonard Goldstein, manager of the 
department. “The Easter trade was 
exceptionally good,” Mr. Goldstein 
declared; “so good, in fact, that I 
had to add two more members to my 
sales staff.” 

The style situation, so far as 
Rochester femininity is concerned, 
is still in a somewhat muddled con- 
dition, Mr. Goldstein explained, the 
ladies being about evenly divided in 
their preferences for the very nu- 
merous varieties of shoe styles and 
colors. In the reptile skin effects, 
the imitations are selling -better than 
the real thing, principally because 
of the difference in price. All the 
colors are selling well, as are patent 
leathers. 


USTIN, TEX.—The French Boot 
Shop presents a new shoe for 
wear with the sport frock, the “Tom- 
Boy Tie.” This model comes in 
short stubby toes in patent with 
gingham kid, shell gray with darker 
gray, basket weave trim, parchment 
calf with rose pettipoint trim, and 
black calf with gray Florida trim. 
These shoes retail for $9. 
The two favorites for spring trade 
with Scarbough & Sons are a one- 


strap parchment kid with a round 
toe, trimmed in gingham check calf 
with covered spike heels, which re- 
tails for $12.50, and a T-strap mode! 
in rose blush kid trimmed with 
brown piping in a medium Spanish 
heel which retails for $17.50. 


NDIANAPOLIS, IND.—Color is 

the keynote of spring’s smartest 
footwear, according to J. W. Hoff- 
mann, at Selig’s footwear depart- 
ment, with sandals leading in kid- 
skins of all colors. Some two-tone 
combinations in genuine snake or 
lizard skin are good. There is a call 
for blond in spring shoes and this 
seems the favorite color at present. 


ILWAUKEE, WIS.—Three of 

Milwaukee’s_ leading retail 
shoe merchants gave varying re- 
ports on the color trend during the 
pre-Easter season which indicates 
that the women here are buying all 
shades in the light colors and a good 
amount of black patents. 

Grays are moving better than any 
other color at Hanan & Son’s store 
here, according to William A. Tomes, 
with parchments nearly equal, and 
patents running third. The busi- 
ness on the rose blush shades is very 
slow. Mr. Tomes said that black 
shoes are not selling nearly as well 
as in other Milwaukee stores and 
that the colored kid business is equal 
to the entire volume of blacks, in- 
cluding patents, kids and others. He 
anticipates a good white season. 

Men’s footwear business has not 
been what it should and they are 
taking more blacks than tans. The 
slow opening of the men’s depart- 
ments is due to the weather, also, as 


Another Dallas favorite is the opera 

pump, preferably with spike heel. 

This model is selling well in_ the 

store of Sanger Bros. The retai! 
price is $15 
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men have not started to purchase 
spring clothing. Mr. Tomes pointed 
out that they buy their shoes last of 
all, so that the shoe stores will not 
experience an increase in the men’s 
shoes until the clothing stores re- 
port increased sales. 

Parchments in solids and trims are 
selling the best of the colored kids 
at the Walk-Over store in Milwau- 
kee, according to Robert Weaver, 
with blacks next and grays a fair 
third. The rose blush shades are 
very quiet, he said. The Walk-Over 
store did a good volume the week 
preceding Palm Sunday, but for the 
first part of Holy Week it dropped 
off and then showed an increase, as 
it did at Hanan & Son’s. In the 
trimmed parchment footwear, the 
ladies are preferring a trim which 
blends with the body of the shoe 
rather than one which harmonizes 
with it. They are not favoring a 
contrasting trim. Single _ straps, 
ties and pumps are the best selling 
styles, said Mr. Weaver. 

Caspari & Virmond reported that 
rose blush was the leading color for 
the pre-Easter business, with blacks 
second and grays third, while there 
were few parchments moving. In 
fact, this store is showing but a few 
numbers in parchment colors and is 
concentrating its attention on the 
rose blush, in contrast to other 
stores here. Of the blacks, the pat- 
ents are the leaders, with other 
leathers in fair demand. 


NOXVILLE, TENN.—Seigel’s 
Vanity Boot Shoppe reports an 
excellent business on all spring num- 
bers. Square toes and high heels 
are popular at this shop and all the 
spring colors have a following. A 
black patent pump with gingham 
bow is an outstanding favorite. 
Riding boots for ladies have been 
carried in this shop ever since its 
opening and both the black and the 
tan have shown good sales at a price 
of $15. 
The indications are for an early 





Geuting’s, in Philadelphia, recom- 
mended this model in their pre- 


Easter offerings at $12.50. Jt was 


shown and sold in a variety of the 
lighter colors with contrasting in- 
lays 


spring run in black and white at the 
Peacock Shop. High heel sandals 
trimmed in black and white percale 
are attracting much favorable at- 
tention. A water lily pump and a 
pastel parchment pump and strap 
are all going well. While there are 





Woven leathers in harmonizing 

tones make this an unusually at- 

tractive shoe. It is known as the 

“Basquette” and is selling in Los 

Angeles in The Bootery, conducted 
by the C. H. Wolfelt Co. 





models, with ornamented 


Step-in 

throats, are proving good early 

spring sellers. This model has been 

good for some time in the Belcher- 

Forlaw store in Winston-Salem. It 

is of water lily kid with Egyptian 
bow 


some calls in this shop for low or 
medium heels, the high heel is the 
favorite. 


ALTIMORE, MD.—Despite the 

strong bid that colored shoes 
made to be the favorite in milady’s 
Easter footwear, patent leathers are 
proving to be the one outstanding 
feature. A growing demand for this 
footwear has been apparent for the 
past several weeks here. In the 
patent leathers, the plain have not 
been in as great demand as have the 
novel effects, such as patent leather 
and tan calf and patent leather with 
lizard trim. Many of the styles in 
demand have been strap and pump 
models with touches of white on 
strap and vamp. Some buckle mod- 
els have also been good. 

In the colored footwear the activ- 
ity has embraced the entire gamut 
of colors in plain and combinations 
that have been featured and pushed 
the entire spring season, including 
parchment pastels, rose blush, shell 
gray and a few others. 
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T. LOUIS—The shoe buying pub- 

lic started its great treck to the 
retail shoe stores on Easter Satur- 
day. They came in mobs and swarms 
and the sidewalks of the downtown 
retail shopping district could not 
accommodate the milling surge of 
humanity. Actual figures will best 
tell the story. One large store re- 
ported the largest day since 1920. 
This store handles men’s, women’s 
and children’s shoes. Another, in 
fact two others, merchandising only 
women’s and men’s, reported the 
best day in five years. Another ultra 
smart store showed a 200 per cent 
increase over the same week of 
1926. These instances could be 
multiplied. The popular priced in- 
stitutions garnered the greatest per- 
centage of the business. 

Colored kids broke about even in 
the demand with patent. Merchants 
still contend that the mental atti- 
tude toward colored kid has been 
dampened by the almost continual 
rain. Some stores reported patent 
leather was nearly 60 per cent of the 
sales. One high style emporium 
gave figures as high as 70 per cent 
patent and 30 per cent colored kids. 
The proprietor stated he himself 
worked on the floor to see if it could 
possibly be the fault of the salesmen 
in their presentation of colored kids 
that was holding back this material, 
but found that customers would not 
respond to the call. 

There is grim determination on 
the part of all retail shoe merchants 
not to sacrifice colored kid footwear. 
Opinion is more pronounced than 
ever before that colors will sell as 
soon as the proper weather makes its 
appearance. Sandals continue to be 
outstanding and unquestionably they 
will increase in popularity with the 
approach of summer. Many were 
seen in the Easter parade and stores 
report they are gaining each day. 

Marcus Rice, manager and buyer 
of the shoe department of Famous- 
Barr Co., said it was his opinion 
that colored kids will sell up to July 
and, with the approach of warm, 
sunshiny weather, they will assume 
their proper place in the demand. 





Shop in 
It has been selling 
in opal gray with gray patent trim, 
and in honey beige with orchid pat- 
ent trim. The retail price is $12.50 


From the Barriemore 


Indianapolis. 
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HE SHOE MANUFACTURERS’ BOARD of 
TRADE of NEW YORK, INC.., will stage an. 
unprecedented fashion promenade of autheftic 
autumn styles in shoes on the afterndons arid eve: 
~nings of May 23rd and 24th (evening of May 25th) 
in the grand ballroom: of the Hotel Commodore, 


New ¥ophe 8 os 
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: “This reviie wall be a supreme achievement in the 
artistic presentation of the world’s most beautiful 
and finest shoes. Footwear will be displayed on 
living models, and complete sample lines will be 
shown in the, Hotel Commodore by the foremost 


| 

| makers of Greater New York, whose names are in- 
| . . * . . a . . 

| dicated as exhibitors. Admission by invitation only. 
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“IN STEP WITH FASHION” 
For the Smart Trade 


4 
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HIS One Strap Sandal owes 

its inception to the Egyptian 
trend of Fashion and its chicness 
to Paris. Developed in white kid 
with black patent leather piping. 
Made over of 1400 last and 20/8 
spike heel. 


Also made in any leather and over 
our 1900 last and 14/8 block heel. 


MADE TO ORDER ONLY 
Four to Five Weeks Delivery 


LAMPE SHOE CO. 


SAINT LOUIS Manufacturers U. S. A. 
m2 0 07 Q 


Mmeooomooonms 





All Over Imported Imitation Large Grain Lizard 


Outstanding because of quality and beauty of design, the range of 
which constantly increases, for new patterns and materials are always 
being added as style trends become the fashion. 


BURROWS SHOE CO., Rochester, N. Y. 
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SPORTY —you bet they're 
$3345045044 © Bonen oo, eng 
. ls , too. Ru s famous 
HEHEHE ts "upper leathers. Drisole re- 
i tanned waterproof leather’ soles 
on No. 55 — cool, non-skid, 
won’t mark floors. 








More and more 


women, disgusted with 
shoes of low grade, are 
voluntarily asking for 
better shoes. 


Fair Sex builds the 
kind of shoes this bet- 
ter market demands— 
shoes of superior style 
and workmanship, 
with fitting qualities 
you associate only with 
the highest grade. 
They are considered 
among the leaders in 
seven dollar retailers. 


Why not sell to women 
who want shoes rather 
than price?—lIt is so 
much more satisfactory 
and profitable! 


Fair Sex Shoes Are 
Bought with Confidence “Feet-ure Fit” 
Sold with Profit 


FJair-Sex\hw Shoe Co. : 
IES, ORES fTEEPLE SHOE CO 
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Shoe by 


BRAUER BROTHERS 


SHOE COMPANY 
St. Louis, Mo. 


> > + 


Showing the adoption of 


HUB GORE 


in attractive footwear 


HUB GORE MAKERS 
Branch of EVERLASTIK, ge 4’ 


CHELSEA,MASS «+ 107 BROADWAY, N.Y. 


: April-30, 1927 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


A GENUINE and enjoyable family 
party was held at the Spink Arms 
Hotel, Indianapolis, on Saturday even- 
ing, April 23. This was the occasion 
of the Indiana Shoe Travelers’ Associa- 
tion’s annual past presidents and reg- 
ular monthly meeting. Dinner was 
served at six o’clock to members and 
their ladies, followed by a card party. 
There were prizes, cigars for the gen- 
tlemen, all of which, in addition to tips, 
were included in the cost of the $1.50 
per plate charge. 





VAN C. WIL- 
LIAMS has 
succeeded the late 
William Glan- 
ville as Pacific 
Coast representa- 
tive for the Riley 
Shoe Manufac- 
turing Co. Mr. 
Williams also 
carries the Ex- 
celsior Shoe Co.’s 
line on the Coast, 
and has a very 
large following. 





Evan C. Williams 





Tz GODDARD, formerly with Shoe 
Specialty Mfg. Co., is now repre- 
senting Capitol Shoemakers in Chicago. 
The Chicago office of Capitol Shoe- 
makers is located at 1714 Republic 
Building, and Mr. Goddard has re- 
ported a nice volume of business from 
his new “Captol” line. 





ro SALINGER, formerly with 
Shoe Specialty Mfg. Co., is now rep- 
resenting Capitol Shoemakers, Inc., in 
Kentucky, Tennessee, Pennsylvania, 
North and South Carolina, Virginia 
and West Virginia. He reports an en- 
thusiastic reception and good volume of 
sales, on his first trip through the ter- 
ritory with his new line of “Capitol 
Footwear.” 





E. HART, 
*recently 
elected chairman 
of the Indiana 
Shoe Travelérs’ 
Association, sells 
the Lewis A. Cros- 
sett Co.’s line 
of men’s shoes in 
the Hoosier State. 
His headquarters 
are: Apartment 
3 2888 Central 
Avenue, Indian- 
apolis, Ind., from 
which he travels 
out with ideas on 
“How Merchants Can Sell More Pairs 
of Men’s Shoes.” Mr. Hart is of the 





F. E. Hart 


By HELEN M. HANEY 


opinion that greater publicity on men’s 
footwear is needed. He works on the 
theory that retail shoe merchants 
should give men’s shoes as much and 
as attractive display in newspaper ad- 
vertising; in shoe store literature; in 
shoe store windows, and in their store 
interiors, as they accord to women’s 
footwear. He says that those stores 
whose managements have put his plan 
into operation have shown a decided 
increase in their men’s business. One 
of the notable examples in this line is 
the Risley Shoe So. of Richmond, Ind. 
Mr. Hart believes that if trade papers, 
and local newspapers all over the coun- 
try will boost, and if merchants sell- 
ing men’s shoes, will also boost, their 
men’s business the present lull will soon 
be overcome. 





S AM B. VAISEY, formerly connected 


with the Burrows Shoe Co. and the’ 


Menihan Co. is now covering Indiana 
and Michigan with the Red Cross line. 
Mr. Vaisey is well qualified to look 
after the Krohn-Fechheimer Co. in the 
two above-mentioned States. 





ILLIAM S. JELLY, who former- 

ly made children’s shoes under 
the firm name of Jelly-Delaney Shoe 
Company of Lynn, is now with A. 
Fisher & Son, Stoneham, Mass. He is 
selling to the big retail trade in New 
England and New York State. Mr. 
Jelly is thoroughly familiar with the 
manufacturing and merchandising of 
shoes and says that he is very much 
pleased with his line-up in the Fisher 
organization, which is making men’s 
slippers, women’s comforts and a new 
feature welt shoe for women called 
“Kingfisher.” 


} & Gpeniece! MURPHY of Lynn is now 
covering the volume trade for the 
James P. Malloy Shoe Mfg. Co. of Man- 
chester, N. H., and will assist in the 
styling of this line. Mr. Murphy comes 
to this connection from the Boston of- 
fice of A. M. Creighton, where he served 
the trade for a number of years. 


HE Shoe Travelers’ Club of Los 

Angeles held a monster meeting and 
banquet on the evening of ‘April 20. 
Fred A. Yeaton, secretary, proved that 
he is a live wire, and gave the affair 
much publicity. In connection with his 
announcement of the event, Fred guar- 
anteed to the national secretary that 
the Los Angeles Association will reg- 
ister 100 per cent in efficiency and ser- 
vice for 1927. At the big get-together 
the following telegram from Charles 
W. Morrill, N. S. T. A. president, was 
read: “To all officers and members of 








the Shoe Travelers’ Club of Los Ange- 
les: I express my heartfelt thanks for 





cooperation extended our association. I 
applaud your wonderful spirit of loy- 
alty and helpfulness to our profession. 
May your spirit never gross less.” A 
message from T. A. Delany, national 
secretary, was also read, as follows: 
“Your association is worthy of emula- 
tion by every local of the N. S. T. A. 
It should merit the appreciation of 
every salesman, and bring benefit to 
you and to all branches of our indus- 
try. Congratulations.” 

Chas. A. Moder is president of this 
association. Mr. Moder travels for the 
G. P. Crafts Co.. Halsey Elwell, who 
travels for the James A. Banister Co., 
is vice-president. The live-wire secre- 
tary, Fred A. Yeaton, travels for the 
Johns-Tilt Shoe Co. 





ILLIAM B. 

McN UTT, 
formerly for 
many years with 
Utz & Dunn, now 
covers from Den- 
ver through the 


Northwest, for 
the Sherwood 
Shoe Co. Mr. 


McNutt has a 
host of friends in 
his territory, who 
are wishing him 
success in his 
new connection. 


W.B. McNutt 





ARTY KING, who formerly trav- 

eled for the Menihan Co. in the 
Western States, is now devoting all of 
his time to the Red Cross line in Penn- 
sylvania. Mr. King is well known in 
the Keystone State; he has been a shoe- 
man all of his life. Salesmanager T. J. 
Drugan says: “We feel very fortunate 
in getting a man of his ability to rep- 
resent the Red Cross proposition in 
Pennsylvania.” 


AM CODDON, 
who covers 

the Pacific Coast 
from and includ- 
ing San Fran- 
cisco north 
through Oregon 
and Washington, 
for the Shaft- 
Pierce Shoe Co., 
reports that 





“Acrobats” are 
growing more 
popular all the 


Sam Coddon 


time, and that 
; new lasts in 
growing girls’ tpes have been added to 
the line. The Glaser Shoe Co. of San 
Francisco is the new distributing 
branch of this house. 














EMBERSHIP in the Indiana Shoe 
Travelers’ Association now stands 
at 136 for 1927. Every member is 
urged in a recent bulletin, sent out by 
President John Lucas and Secretary C. 
I. Slipher, to secure one new member, 
as Indiana wants to “bring home the 
bacon to the tune” of the cash prize of 
$200 which will be awarded to the as- 
sociation having the largest household 
when the January, 1928, N. S. T. A. 
convention rolls around again. And by 
the way, plans are on foot for the best 
national convention ever, which this 
year will be held at Indianapolis. 





ENRY A. ALBRIGHT, who for- 

merly traveled for the H. C. God- 
man Co., is dead. He was 58 years old. 
He had not been active in “shoedom” 
for the past seven years, on account of 
illness caused by cancer, from which 
he never recovered. 





HE Rochester Association of Trav- 

eling Shoe Salesmen are prominent 
in the move to promote shoe manufac- 
turing and other branches of the allied 
industries, in connection with the $400,- 
000 fund which the Chamber of Com- 
merce has at its command to bring 
more business to this city. The consti- 
tution of the Rochester association was 
recently revised so that other members 
of the allied trades, including women, 
are eligible for membership, and this 
greatly increased “family” of the 
Rochester Shoe Travelers are working 
together to bring more active factories 
devoted to the trade into their midst. 
At a special meeting, recently held at 
the Chamber of Commerce rooms, new 
members were elected as follows: Tom 
F. Dorrity, of the Amalgamated Leath- 
er Co.; Bert Wahl and Rawson A. 
Kelly, of the Trostel Leather Co.; 
Henry F. Loewer and Earl C. Hen- 
shaw of the Rochester Last Works; 
John Seibert, J. Taylor Howard, of H. 
R. Howard & Sons, Inc.; E. P. Venor, 
Elmer W. Day, Richard P. Martin, Jo- 
seph H. Holmes and George Baker, Jr., 
of the Empire Last Works; Lester R. 
Wood, of Wood & Osborn; R. E. Swan- 
son, of W. B. Coon Co.; Harry G. 
Wyans, of A. C. Lawrence Leather Co.; 
James P. McGrath, Walter T. Branni- 
gan, of T. Brannigan & Sons; William 
J. Kime, Jr., A. E. Perry, Fred M. Es- 
terheld and Mrs. Myrtle Butler. Sec- 
retary Clarke B. Rowley read a letter 
congratulating the association on its 
growth in membership. 





FRANK CREHAN, who covers 
* merchants in the big cities east of 
the Mississippi for French, Shriner & 
Urner Corp., left Boston just before 
Easter to call on his trade. J. Frank, 
who last winter was obliged to “take 
things easy” for a while on account of 
a severe attack of illness, is now in 
the best of health. He will probably 
be away from his firm’s ae 
in “The Hub” until June. J. Frank is 
taking with him, he says, some of the 
best looking shoes ever, in a wide va- 
riety of patterns, and types for the 
occasion, for the well dressed man. 





AMES McHUGH sells shoe store sup- 
plies for the house of Frank Black- 
mer. 77 Bedford Street, Boston. Mr. 


McHugh covers a wide stretch of coun- 
try, and has a host of friends among 
the retail shoe accessories’ buyers. 
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RANK D. 

MULLIN, 
who covers the 
Pacific Coast for 
L. <A. Crossett 
Co., has the dis- 
tinction of being 
the first shoe 
traveler to use 
the automobile in 
covering his pros- 
pects in the Gol- 
den Gate State, 
he says. One of 
the other pio- 
neers to use this 
up-to-date method of travel, but whom 
Mr. Mullin says came “some three 
years after” him, is G. Medine, also 
with L. A. Crossett Co. It is reported 
that Knight Hamilton was “a close sec- 
ond” to Frank Mullin, while O. D. 
Morse of the Ault-Williamson Co., was 
one of the early riders behind his “gas- 
oline steed” in Arizona. John A. Hach, 
who covers Michigan, Ohio, Illinois, 
Kentucky, Tennessee, Georgia and 
Florida, for the Cahill Shoe Co., claims 
to be the first travel-by-auto shoe sales- 
man through the section from Cold- 
water, Mich., to Cleveland, Ohio. Mr. 
Hach has now nearly 900,000 miles 
made by motor to his credit. 





Frank D. Mullin 








C larke B. Rowley 





T= following is the Indiana Shoe 
Travelers’ Association official line- 
up of officers for 1927: President, John 
P. Lucas; vice-president, C. E. Dean; 
secretary-treasurer, C. I. Slipher. Di- 
rectors: . T. Foreman, chairman; 
George Hewitt, H. O. Warren, W. W. 
Risher, George Sennhauser. President 
J. P. Lucas has made the following ap- 
pointments: Advisory board, George 
Tovey, John Honaker, Walter T. Scott, 
Ed Bayless, F. E. Hart. State and na- 
tional publicity, Orville Romig; local 
publicity, C. I. Slipher; legislative, 
Homer Beals; transfer and baggage, C. 
T. Foreman; membership committee, 
Ed Bayless, Roy C. Young, Dallas 
Crooke; hotel and garage, W. W. 
Risher; sick committee, E. C. Smeltzer, 
C. T. McNew; budget and finance, H. 
O. Warren; trades cooperative, Ed 
Maurer; entertainment committee, F 
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E. Hart, H. Gerrish, George Senn- 


hauser; railroads, Dallas Crooke; styles, 


Mark Reed; live wire, C. E. Wilson; 
educational, W. E. Ratcliffe; business 
manager, convention, W. F. Crooke. 





HOMAS J. DRUGAN, one of the 

best known shoemen in the country 
and until recently in charge of the big 
offices of the United States Shoe Co., 
has won a well-deserved promotion to 
the position of sales and advertising 
manager of the Red Cross branch of 
the United States Shoe Co. He assists 
John G. Holters, president of the 
United Shoe Co. and also assists E. M. 
Daniels, manager of the Flexridge di- 
vision. Mr. Drugan first entered the 
shoe game some 13 years ago, with the 
Excelsior Shoe Co. of Portsmouth, 
Ohio. He was in the retail shoe busi- 
ness in Butler, Pa., for about a year, 
later coming to the Krohn-Fechheimer 
Co., and with the merger came with the 
United States Shoe Company. 


HE Mildred Shoe Company of 

Brooklyn held a three weeks’ meet- 
ing of its sales staff during April. Rep- 
resentatives from all parts of the coun- 
try were called together at the factory, 
and spent this time discussing sales 
plans for the coming season, and ar- 
ranging the new line, which will be 
known as the “De Luxe” line of Brook- 
lyn McKays. 

Following are the representatives 
now covering the country for this 
house: R. L. Wall, Pacific Coast; Hal 
Long, Southwest; Herman Chaves, 
Middle West; Chas. Burstiner, Penn- 
sylvania and New York State, and Sam 
Chaves, general sales manager. A. 
Dritsas is proprietor of this organiza- 
tion. 

Following the saies convention, the 
salesmen left for their respective ter- 
ritories, and are taking with them the 
new samples which this house is show- 
ing for the coming season. 





A. BAILEY, secretary of the 

* Northwestern Shoe Travelers, re- 
turned recently to Minneapolis from 
Rochester, N. Y., where he made ar- 
rangements to carry LaLonde & 
Clarke’s line of girls’, misses and 
children’s shoes in conjunction with 
Bion F. Reynolds shoes, from Chicago 
to the West Coast. LaLonde & Clarke 
are successors to the Piehler Shoe Co.., 
which Mr. Bailey represented several 
years ago, so this trip was in the na- 
ture of renewing old acquaintances. He 
is now covering Chicago, St. Louis and 
thence to the West Coast. 


ca 





HREE new salesmen have been 

added to the H. C. Godman Co.’s 
sales force for the coming season. They 
are: J. T. Batts, covering Western 
Texas; S. Ebb, covering Arizona and 
New Mexico, and R. E, Schuster, cover- 
ing Colorado. Four assistant salesmen 
are also included in the list. i | are: 
D. A. Taylor, assisting A. R. Wright 
in New Jersey and Philadelphia; S. 
Kadison, assisting B. Shapiro in I- 
linois and Indiana; H. F. Peters, assist- 
ing J. F. Burns in Ohio, and A. W. 
Shissler, assisting H. S. Drake in 
Pennsylvania. (UTPS) 
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LF. Doumerich & Ca. 
Fuctors 

General Offices, 254 Fourth Avemre 
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OVER 85 YEARS EXPERIENCE IN HANDLING THE LARGEST ACCOUNTS 
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CORONADO 











“CORONADO” 


MODEL 2674 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


YOUTHFULLY NEW AND DELIGHTFULLY 
CHIC IS THIS STEP IN GORE PUMP OF 
ROSE BUD JONTELE, WITH GREEN KID 
WAIST BAND AND RED KID UNDERLAY— 
RED, WHITE AND GREEN BOW AND ORNA.- 
MENT—GREEN KID BINDING AND GREEN 
KID COVERED HEEL—400 LAST AND 20/8 
SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN ALL LEATHERS 
AND FABRICS NOW IN VOGUE 


BRAUER BROS. SHOE.@. 


sT. Louis, U.S.A 
FASHIONERS OF WOMEN’S NOVELTY SHOES 
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A SHOE DISPLAY 


That Puts Its Best Foot Forward 
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; Store of Coet--Mittelman, Inc., 
Cleveland, Ohio 





HOE stores, up to a few years ago, were almost 

identical in appearance. This was inclined to 
put shoe sales on a basis of price competition. Now 
all this is changed or can be changed through ‘‘New 
Way Methods in Merchandising.” Today shoe 
stores aim at three definite objects. First, the cre- 
ation of an atmosphere of individuality. Second, 
better display of merchandise. Third, the sale of 
buckles, hosiery and other accessories that have 
proved extremely profitable, if the merchandise is 
properly displayed. 


The shoe store pictured above planned for Goetz- 
Mittelman, Inc., Cleveland, Ohio, possesses all 
three of these desirable attributes. Notice how the 
shoe stock is available for quick sale, yet concealed 





lanned and equipped byGrand 
Rapids Store Equipment Corp. 





behind beautiful paneling. Notice, too, how the 
little feature displays furnish a setting not only for 
shoes but other salable items. In this installation 
sales efficiency is cloaked in an exclusive atmos- 
phere. The result is not only pleasing but profit- 
able. The store reflects proper planning with an 
eye for art, guided by an instinct for merchandising. 


This is just another example of the result-produc- 
ing effects accomplished by our store planners. 


Whether your problem or your store be large or 
small you will have our hearty co-operation. -Just 
drop us a line or send for names and pictures of 
various shoe store installations, if you prefer. 
They will be furnished FREE. . 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
* « « GRAND RAPIDS, MICHIGAN + © + 


THE GRAND RAPIDS SHOW CASE COMPANY ++ + + = + 


+. 2s oa ee WELCH-WILMARTH CORPORATION 


Branch offices and representatives in most principal cities 





Grand Rapids, Michigan 


Name. 


Grand Rapids Store Equipment Corporation 


Gentlemen: Please have one of your store planners call 
upon us without obligation on our part. 











Address 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 












What is the Rental Value 
of Your Store Front? 


FTEN a merchant finds him- 
self confronted by this ques- 
“What can I afford to 
spend on my store front or window 
He has seen some- 
thing that he knows would material- 
ly increase the pulling power of his 


tion: 


equipment?” 


store. He very much wants 
something like it. But the 
cost makes him hesitate. 

Now, the wanted improve- 
ment is sometimes a new 
front, or it may be a consid- 
erably smaller item such as 
a window back, some unique 
display fixtures, better light- 
ing equipment or fine decora- 
tive units. 

How is he to determine 
whether the cost of it is justi- 
fied? 

That will depend on the 
value of the space to be occu- 
pied—and on the increase in 
value of that space due to the 
proposed improvement. 

Most shoe merchants figure 
rent as so many hundred dol- 
lars a month for the entire 
store. When they figure that 
down to a rate per square 
foot they are likely to figure 
a flat rate for every square 
foot in the store. By that 
method a square foot at the 
rear door would have the 
same rental value as one at 
the front door. 

Large department stores, 
owing to the nature of their 
business, are particularly 
careful to figure as nearly 
as possible to true values of 











space throughout the store. The rate 
per foot that they charge up to any 
department is based on the location 
of that department. The lowest rate 
is for the rear of the top floor. The 
highest rate (several times that of 
interior floor space) is for windows. 








Merchandising Moves to Make May a 
Big Sales Month 


May 2-7 


Do the merchants of your town contemplate a 
floral parade or street carnival in May? If floats 
are yet to be prepared, or entertainment features 
booked and advertised, immediate action is called 
or. 

If you haven’t some June Bride ads and window 
settings ready, it’s time now to plan and prepare 


them. 
= Anticipate your July 1 inventory. Two months 
= to get your stock down to where it should be at 
= that time. Decide now on some of the styles to be 


discontinued and keep the salesfolk posted on 


what to push. 


May 9-14 


Summer Weight Shoe Day is May 15. This week 
the summer weights should be strongly featured. 
“Vacation needs should now be brought to the 
attention of the public. Use attractive displays 
featuring footwear for the various recreational 
purposes. Do this as a first step toward many 
sales to be made later, and you will clinch some of 
them now. 








May 16-21 


Prepare window settings and ads for use in the 
week preceding Decoration Day. Put your best 
foot forward on these. 

This is a good week for staging any community 
advertising features such as parades, carnivals, 
etc., or ‘‘stunts’’ that can be put on by one store 
individually. 

Arouse interest in sports, such as golf, baseball, 
etc., by advertising prizes of merchandise for 
amateurs making most home runs in a game, low- 
est score on certain golf courses, most straight 
sets at tennis, best catch of fish, etc. 


May 23-31 


This, of course, is a big week on dress and sport 
shoes. Have the store, from front to rear, looking 
its very best—and, if necessary, hire extra help to 
keep it so. Make proper reference to Memorial 
Day in windows and ads. 

This week is the deadline for cleaning out some 
of the spring numbers. Check up particularly on 
odd sizes and if they’re too numerous give them 
special attention. 

On the 3lst remove promptly all display material 

‘ suggestive of Decoration Day. 
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Now, to put a sufficiently modest 
value on the window space of a shoe 
store, suppose we take the flat rate 
of rental per square foot and simply 
double it for the space across the 
front from sidewalk line to entrance. 
On this basis compute the rental 


value of the window and en- 
trance space. 

What does that investment 
amount to per month? 

Now returns from 
that 


come only from the trade-at- 


your 
rental investment can 
tracting power of the front. 
If this trade-attracting power 
can be increased 5 per cent by 
the proposed improvement, 
then it is worth an investment 
of a sum equal to 5 per cent 
of the known trade-attracting 
power of the front for the 
length of time that the im- 
provement is likely to last. 

If the improvement is esti- 
mated to increase the attract- 
ing power by 10, 15 or 20 per 
cent, or any other percentage, 
it justifies an expenditure of 
that proportion in the rental 
value of the store front—not 
for one month, but for the 
duration of the improvement. 

And, when estimating values 
by this method, it may be well 
to consider that the rate 
charged for rent is not by any 
means the total value of this 
space to a progressive mer- 
chant. 
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METAL 
DISPLAY EQUIPMENT 






































THIS CUT ILLUSTRATES A MODERN 
SETTING FOR WINDOW BACK 


The upper and side grills set over a pressed 
wood panel covered with any kind of 
material, thereby adding a beautiful effect 
of color. 


OUR LINE OF WROUGHT METAL 


covers a wide range of styles, embrac- 
ing every window need. Quality the 
best. 


| 1.109 This class of fixtures lend them- 
4 selves to a larger variety of beautiful 
colorings, and are applied by high 
class craftsmen. 


ASK FOR CATALOG W. I. 25 
































as a combination. 


WOOD FIXTURES ALSO 


SHOWN IN CATALOG NO. 22 


Quality—Service—Courtesy 





16 West Sist St. 
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combine beautifully with wrought metal 


Visit Our Chicago or New York Show Room 


vew youn snow noon | THE HECHT FIXTURE CO. 


Between Broadway and DEPT. 12 


Sth “Avente 233 South Wells St., Ground Floor, Medinah Building, Chicago 


OUR BEAUTIFUL GLASS FIXTURES ARE SHOWN IN CATALOG 18 


and for those who do not care for all wrought metal, lend themselves artistically 


WRITE FOR SAMPLES “IN STOCK” WINDOW VALANCES, PLUSHES 
AND OUR LIGHT WEIGHT, SUN FAST U60 DRAPING MATERIAL 
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The G. R. Kinney store in Richmond, Va., where the appeal is to the 


younger set 


Windows to Catch the Flapper 


By L. C. Jennings 


Manager G. R. Kinney Co. Store, Richmond, Va. 


HE class of people who wear 
and buy the most pairs of 
shoes today are the young 
folks, so getting their interest and 
attention is an important job. They 
do not read the newspapers for the 
advertisements as do the older peo- 
ple, but in towns the size of Rich- 
mond they do walk around the 
streets and do considerable window 
shopping. If they see a window that 
looks bright and attractive to them, 
they are sure to stop and look the 
merchandise over. When the styles 
and prices make a good impression, 
they are sure to buy. Even if the 
store is closed when they are shop- 
ping, they will manage later to find 
a time during business hours for a 
return call. 

With colored shoes selling the way 
that they are, newspaper cuts do not 
give the girls a very definite idea of 
the shades. That, to me, is the prin- 
cipal reason why there is so much 
window shopping at the present time. 
Furthermore, good window displays 
do not cost nearly so much as news- 
paper space and bring larger re- 
turns, relatively. I am not advo- 
cating the elimination of newspaper 
advertising by any means, but tell- 
ing how good windows have helped 
boost our sales, at a minimum ex- 
penditure. 

We all particular 


have our 


methods of dressing windows. I 
have spent a good many hours in 
watching the late evening window 
shoppers, who I think are much more 
critical than the daytime passerby. 
Then, too, they are quite free in 
making comments, favorable and 
otherwise. It is these kind of com- 
ments that caused me to decide upon 
the method that we have been using 
for some time. 

Starting with the backgrounds, 
the backs of our windows are pan- 
elled, and I have found that a good, 
attractive back can be obtained 
through the use of window paper. 
A good quality paper costs around 
$1.75 a roll and, as eight rolls is 
enough, the total cost for good live 
backs is only $14. Hosiery is also 
used as a harmonizing background 
for the shoes. Of course, this tends 
to make the shopper think of both 
shoes and stockings at the same 
time, helping out the salesman when 
he suggests hosiery. 

It is quite a knack to show both 
shoes and stockings so that the sales 
value of neither is lessened, but 
when the colors involved are duly 
considered, a strong effect may be 
had. Snappy styles are placed right 
down in the front so as to get the 
immediate attention of the passerby. 
Mixed windows have a stronger pull- 
ing power than unit displays, I find 


in our store. I mix all shoes to- 
gether, such as velvets, patents and 
colored kids. Evening slippers of 
gold and silver are the only ones that 
are kept separate. Units of tans or 
patents seem so much alike to the 
average person that the different 
styles do not stand out as well as 
they do when judiciously mixed. 


FTER the best styles are wel! 

placed, the next big thing is the 
hiding of the poorest patterns. I do 
not know exactly why it is, but if a 
slow seller is apparently hidden in 
the rear of the window, it will sel! 
better than if prominently displayed 
down front. Time and again peo- 
ple will ask for a shoe that is stuck 
way in the back, and it is some shoe 
that we want to sell, too. Perhaps 
this is a local peculiarity, but it is 
worth trying out, for if it does not 
work in your town you can easily try 
some other method. 

Without extra attractive windows 
that are full of life and snap, one 
cannot expect to get very far in get- 
ting the younger trade. Go down 
the street of some strange town, and 
out of a hundred windows you will 
not find five that you will want to 
copy or that you think are extra 
good. Perhaps that is how the peo- 
ple of your own town size up your 
store. 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating”’ 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
\ the modern shoe store owner and reflects a keen ap- 
aS TN preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


i 
La The “American” Free Service Plan 
| 
| 
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“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable ! 
business daily. This service is yours for the asking. No. 9015 
Fill in and mail the coupon today. N 





American Seating (Gmpany 


1016 Lytton Building Chicago, Illinois 
Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 

Boston: R. 302-69 Canal St. 


Ween Jy 





<I American Seating Company 

: 1016 Lytton Bldg., Chicago, Iil. 

{ Gentlemen: Send me, | without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating.” 








( No. 6079 
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KAWNEER STORE FRONTS Will Build 
Business for You 


THOUSANDS of merchants attest totheir ability as producers 
of faster sales, quicker turnover, more new accounts, big- 
ger profits. 

Keith-O’Brien Company, Salt Lake City, writes: “We be- 
lieve that our KAWNEER FRonr adds one hundred per cent 
to the sales value of our window display.” 


Federal Bakeries, Kankakee, Illinois, say: “Goods which 
have not moved when displayed in the show cases in the 
store have sold when tastefully placed on display in the 
windows, and my sales daily are 40% to 50% higher than 
the same day a year ago.” ? 
This free booklet “How to Display Merchandise to Sell It,” Fe cwynin 


, ‘ . . . : : / Company 
tells interestingly how to meet display problems in your line  tstent 
of business. The coupon brings it. // NILES,MICHIGAN 
7 Send free book for my 


P line of business. 


Kawneer Phi: tt 


SOLID COPPER f SS 
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STORE FRONTS 


See reverse side for store fronts suitable for your line of business 








Ae City and State— epectincen 


4 
fp Kind of Business— 
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Plate Glass 


‘Protection 


The patented Kawneer re- 
silient (flexible) metal grip 
on the plate glass windows, 
prevents danger of break- 
age caused by vibration and 
wind pressure. This metal 
grip not only seals the joint 
but allows the plate glass to 
bend naturally under wind 
or other pressure. 
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KAWNEER INSTALLATIONS 7” 


Shoe Stores 


Whether your trade demands silver slippers or street shoes — 
modern window display facilities are a vital need. Telling is selling 
and showing your merchandise to people that pass your store is 
telling them your sales story in the most profitable way. The in- 
stallations shown on this page are all typical Kawneer Store Fronts. 
They indicate the various designs selected by these merchants as 
best suited to volume sales and success in their location. 


rth Nt 


Nixes, MicuiGan 


The Cost isn 
Prohibitive 


Good display is essential 
volume sales, The better 
display, the more attract 
is the merchandise. Lack 
display facilities theref 
is costly. It pays to inv 
in a Kawneer Store Fro 
because it pays for itself 
extra sales in a short t 
The cost is not prohibit 
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TRY THIS — FOR PROFIT 


You know shoe trees will lengthen 
the life of shoes and help them retain 
their shape. 


You know a ventilated shoe tree will 


prevent irreparable damage to shoes 
from perspiration. 


Pass this knowledge on to your cus- 
tomers, it will prompt them to buy 


shoe trees. 


Remind them of these advantages— 
supply the urge—induce action. 


Try this. Instruct your salesmen to 
show every customer the Bete V en- 
tilated Shoe Tree—explain its value 
—and it will sell itself. 


You will be gratified with the result 
in extra sales and profits. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MCH. CO. 


BROCKTON, MASS. 
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THE myriads of crystal-like images, similar to tiny 
condensers, found in STERLING Reflectors, con- 
stitutes STIPPLE reaction that bends and redirects 
the reflected light to the most useful direction in 
show windows. 


This reaction also breaks up shadows, produces an 
even distribution of light with EFFICIENCY, and 
presents the true value of the merchandise dis- 
played beceuse of better light. 


That is why STERLING STIPPLE Reflectors are 
so desirable for the illumination of Shoe Windows 
—and so popular with many Shoemen whose busi- 
nesses are National in scope. 


Reflector & Illuminating Co. 
Representatives in All Principal Cities 


Chicago, U. S. A. 


1413 W. Jackson Blvd., 











Get Ready for the 
Floral Parade Season! 
peru sess Send for This 
SCE *, NEW 


Floral 
Parade 
Book 


Just off 
the Press 


FREE 


for the Asking 


The biggest and best Floral Parade Book we have 
ever issued. Illustrates many new and original decora- 
tive ideas for automobiles, trucks, floats and hundreds 
of new decorations. Every display man should have a 
copy of this New Floral Parade Book now. 


Send for It Today. It’s Free for the Asking 


SCHACK 
ARTIFICIAL FLOWER CO. 


Main Office and Factory 
134-140 North Robey St. 




















Display Room 
134 N. Robey St. 


Chicago 








| 




















GET 
READY 
for the 
SUMMER 


BLANCO 


the Pioneer 
AND THE LEADER 
of the CAKE DRESSINGS 
No. 99—WHITE 


No. 95—WEB (SAGE-GREEN) 
No. 96—KHAKI 


IN STOCK—ALUMINUM BOXED 
AND REFILLS 


Laing, Harrar & Chamberlin 


43 N. 3rd St., Philadelphia 
SOLE DISTRIBUTORS FOR U. S. A. 
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It Stands Alone 


in point of merit and 
sales universally! 












































Is 


ror A TT HLT 


On the counters of 


progressive dealers everywhere 


it on Yours? 


Now Nationally Advertised to an Audience of 12 Million People Monthly 





|. When Your 
Feet Hurt- 
You Hurt 
All Over 





of New Way to Rest Painful 
Feet and to Win Foot tiappiness 


AS aaa dor of ech 











tA NEW WAY 

fehave more pleasure from 
| Walking, Dancing, | 
Golfing 






pe 
5 











cA new way to Foot 
Comfort 





























Dt Scholls 
ot Balm 





SSA) Above are 
“| reproduc- 
“| tionsofspec- 

~-| imen adver- 
“| tisementson 


Dr. Scholl’s 


| Foot Balm, 
4 nowappear- 
ins op Se 
eading 
Dr, | magazines. 


AMERICAN MAGAZINE COSMOPOLITAN RED BOOK HOLLAND'S LIBERTY 


SMART SET McCLURE’S SCREENLAND PICTORIAL REVIEW 
LADIES’ HOME JOURNAL MOTION PICTURE CLASSIC AMERICAN GOLFER 
MOTION PICTURE MAGAZINE GOLFER’S MAGAZINE 


Total Circulation Over 12 Million Monthly 


Always a fast seller and strong repeater for years without any adver- 
tising support whatever, and wholly on the merit of the product itself, 
Dr. Scholl’s Foot Balm has scored a remarkable success. 

Now, under the impetus of our big national advertising campaign, 
already underway, sales are increasing by leaps and bounds. 

Everybody who comes in your store with tired, aching, tender, 
swollen or burning feet, is a prospect for Dr. Scholl’s Foot Balm. It 
is beyond question the finest thing of its kind ever perfected. It 
gives instant and complete relief. 

To enable you to tie up to our advertising on Dr. Scholl’s Foot 
Balm with utmost effectiveness, we have prepared a striking window 
display which we send you free with your order. 











SPECIAL FREE INTRODUCTORY OFFER— 
Write for details of our remarkable free goods deal today! 




















THE SCHOLL MFG. CO., Inc. 


213 W. Schiller Street 62 W. 14th Street 112 Adelaide Street, E. 
CHICAGO, ILL. NEW YORK CITY TORONTO, ONT. 


Dr Scholls 
Foot Balm 
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“IN STOCK” 
No. D418 Patent Leather, Parch- 
ment Lucerne Insert, 252 Last, 
17/8 Spike Heel, $4.75 


The Creation of style involves not only a thorough 
knowledge of the technique of shoe-designing but also 
an extensive acquaintance with the fashion-marts and 
their trends. Ford Styles are created on that sound 
basis—that is why they are rated as highly successful. 


It is always a_ pleas- 
ure to show samples. 


C. P. FORD & CO., Inc. 
ROCHESTER 














New York 


is not an expensive city when its 
visitors sensibly select the Marti- 
nique as their hotel. The rates 
start at 











$2.50 per day “Elite” 


and all service as well as restau- SHOE 
rant prices are consistent with 

Martinique economy. For gen- Buckles 
uine made by . 1975 


1972 : 
Comfort and Size 34 Inch (NORTH & JUDD] Size 1% Inct 
MFG. CO. 


e 
Convenience sites heii 


visit the Martinique on your next Connecticut 
New York trip—learn how to 
live right at the right price and Send 
enjoy “the best without extrava- 335 for 
gance.” Sizes 14-3% Inch 

Samples 


A. E. SINGLETON, Res. Mgr. 


HOTEL MARTINIQUE 
Affiliated with Hotel McAlpin 
BROADWAY—32nd to 33rd STREETS 
NEW YORK CITY . 214 
; i a. 5 fail i See 4-3%-%-% Inch Size 9/32 Inch Sizes %-% In h | 



























































0, 1927 April 30, 1927 BOOT AND SHOE RECORDER 


There Lies the STRENGTH 
of the Shoe 





The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank. The top bar is notched at 
_ the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


= —— cag Gua he SHANK of the shoe is its vital part. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 


In order to withstand the weight, friction and severe 
SPLIT RIVET ° . P +1: 
CKING SHANK strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 





United Shoe Machinery Corporation 


Boston, Massachusetts 
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23 STYLES 
IN STOCK “> 


_— Cuban and Spare Heel 
= ~ Cuba 
B-568—white Kid Heel " $4.65 


“Althea” 
“Al fa’’ 


B-238—Patent Leather 
with Parchment Trim 


B-773—Patent 
B-763—Parchment Kid .. 
B-659—wWhite Kid 


B-T74—-Patent «sos: oe 4 B-733—Gun Metal Calf. .$4.50 
B-660—White Calf -75 B-708—Parchment Calf B-573—Black Satin 
(Abbo Patent Piping)... 4.75 B-%72— Patent Leather.. 
B-708—Patent Leather B-575—White Kid 
(Parchment Calf Piping). 4.50 
B-735—wWhite Calf....... 4.75 











Terms 
Net 30 Days 








$4.7 





B-232—Patent 


THE MENIHAN COMPANY ***= #9" 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


York Office: 612 Marbridge Bidz. Oakland, Cal., Office: 424 Belview Ave. 
New York “3. W. MOYLAN H. Ss. KUSHINS 








Office: 1599 Union Trust Bidz. Los Angeles Office: 107 East Sth Street 
appease A. F. JENKS Cc. E. VanDEGRIFT 


Chicago Office: Masesttc Hotel 
F. J. SATEK 
Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Summerweight Shoe Campaign 


Planned by Wichita Merchants 


Elaborate Publicity Stunt 
Arranged for “Straw Hat 
Day” Exploitation; Dis- 
parage Black Shoes 


WIcHITA, KAN.—Shoe retailers in 
this city are preparing to “put over” 
summerweight shoes, on “Straw Hat 
Day,” May 14, in a big way. The cam- 
paign was the chief topic of discussion 
at the peppiest and most enthusiastic 
meeting the shoe merchants here ever 
have held. The meeting took place at 
Innes’ Tea Room, April 20, following a 
dinner. The best methods of convert- 
ing shoes now in stock into cash, at a 
profit, also were discussed at the meet- 


ing. 

An elaborate publicity plan of call- 
ing summerweight shoes to the atten- 
tion of the people in Wichita and vi- 
cinity was worked out. There will be 
a big stunt in which summerweight 
shoes for men and light kid shoes for 
women will be forcefully brought to 
the attention of the people. Several 
plans are under advisement and in 
another week one will be adopted and 
perfected. ie 

Regarding the merchandising of 
shoes on hand it was agreed to push 
light colored kid shoes with enthusi- 
asm. The merchants of Wichita have 
the feeling that there is no place for 
dark shoes, especially black patent, at 
this season. Blond kid shoes have all 
the appearance of shoes adapted for 
spring wear and these will be talked 
to the sales people to the exclusion of 
all others. . 

Those attending the meeting were: 
Herbert Durham, Boston Store; L. P. 
Hallach, Innes; Ned O’Neil, Jones 
O’Neil Shoe Company; Joe Braitsch, 
John Braitsch Shoe Company; Henry 
Levitt, Levitt Clothing Company; 
George Puls, Woolf Brothers; C. 
Briggs, Florsheim Shoe Company; 
Allen Francis, Carlats; Dorth Coombs, 
Coombs Mercantile Company; Mr. 
Tanneill, Henry Clothing Company; 
Clovis Saunders, Hector Nicholson, 
Schuyler Jones, Bon Marche Booterie; 
Schuyler Jones, Jr., Bon Marche Boot- 
erie; Will Braitsch, Julium Sternboch, 
Fair Store, and Earl Turner, Head’s. 

Another meeting will be held soon to 
get the publicity campaign under way 
and final arrangements will be made. 

The meeting adjourned to attend the 
formal opening of the Schuyler Jones’ 
Bon Marche Booterie in the new Brown 
Building. Schuyler Jones, Jr., was 
elected president of the Shoe Retailers 
division of the Wichita Chamber of 
Commerce. 











Sweet Girl Graduates 
Choose Red Footwear 


Edwin Hahn told this at the last 
meeting of the Washington, D. C. 
Shoe Retailers Association, when the 
discussion about white shoes was 
on :— 
“We have just finished fitting up 
the graduating class of local sem- 
inary with graduating shoes. All are 
to wear exactly the same kind of 
shoe. Do you suppose these sweet 
girl graduates selected white shoes? 
Not much. They bought red brocade 
opera pumps with a 22/8 heel.” 











Selling the Sales Force 


Fort WAYNE, IND.—A remarkably 
effective piece of pre-Easter advertis- 
ing was done here by Al. Stentz, pro- 
prietor of the local Walk-Over Shop. An 
entire page was taken in the rotogra- 
vure section of The News-Sentinel of 
April 2 and photographs of the store 
interior, both men’s and women’s shops, 
were used in connection with portraits 
of Mr. Stentz and his store personnel. 
Included in the latter were photographs 
of Ray S. Diehl, podiatrist and man- 
ager of the ladies’ shop; Tom F. Die- 
mer, manager of the men’s shop; sales- 
men Will Durbin and E. Jack Evans; 
assistant salesmen C. Edgar, Homer 
Weaver, Eugene Conner and Henry 
Chappel; Mrs. Elmer Lord, hosiery de- 
partment manager; Mabel Cooper, 
office manager; and Mrs. Theo. Beibe- 
rich, elevator operator. 


Hold Special Week for _ 
Fitting School Children 


St. Paut (UTPS)—Special atten- 
tion was given school children during 
vacation week ending today by Schune- 
mans & Mannheimers. For three days 
a representative of the maker of 
“Right-Shape” and “College Girl” 
shoes was in the shoe department to 
exhibit the way of making these shoes, 
and the manufacture of correct shoes 
for boys and girls. Special care was 
given cases requiring special shoes as 
pointed out by the X-ray machine and 
measurements, and the result was 
many parents sought advice about 
shoes for their children. The special 
shoes were offered at slightly more 
than for regular stock. Parents were 
urged to look through the X-ray ma- 
chine to note the contours of the feet 
and shoes required for them. 





Chain Shoe Men 
Organize New 
Association 
{ 
New Organization to Conduct 
Publicity Campaign and 
Fight Adverse Legislation | 


NEw YorK—A publicity campaign tq 
enlist public sympathy and to combat 
anti-chain store propaganda and, in 
some States, legislation antagonistic 
to chain stores, has been formed by 
several leading operators in the chain 
shoe store field. The association was 
formed last week at a meeting held here 
at the Hotel Astor and bears the name 
of National Chain Shoe Stores Associa- 
tion. 

Officers were chosen as follows: 

President, E. H. Krom, president of 
the G. R. Kinney Co., Inc., New York. 

First vice-president, Jesse Adler, 
Adler Shoe Stores, New York. 

Second vice-president, J. B. Stewart, 
John Bright Shoe Stores, Philadelphia. 

Third vice-president, Ward Melville, 
Melville Shoe Corporation, New York. 

A paid secretary and treasurer will 
be appointed later by the officers and 
executive committee and headquarters 
will be selected, probably in Boston. 

The executive committee of the as- 
sociation includes, besides the officers 
named: Elmer J. Bliss of the Regal 
Shoe Co., Whitman, Mass., chairman; 
Lawrence Schoen of Wise Shoe Co., 
New York; Everett Petot of Petot Shoe 
Co., Cleveland; M. R. Davis of M. R. 
Davis Stores, New York; Morris Wein- 
garten of London Character Shoe Co., 
New York; B. Kinzelberg of Kinzel- 
berg, Inc., New York; I. Weil of Weil 
Shoe Co., Youngstown, Ohio; Clifford 
Tuttle of Tuttle-Scott Stores, Toledo; 
and J. Frankhauser of Schiff Co., 
Columbus. 

E. A. Richardson, publisher of The 
Shoe Buyer, was largely instrumental 
in bringing the chain store operators 
together into an association. Member- 
ship will be limited to those operating: 
three or more separate shoe stores, or 
three or more separate shoe depart- 


“ments in department stores or specialty 


shops. 


“Twenty Year Club” Dines 


WASHINGTON—The annual banquet: 
of the “Twenty Year Club” of the: 
Woodward & Lothrop Company, was: 
held at the Hotel Raleigh, Saturday, 
April 23. The club is composed of offi-| 
cers and employees of the concern who: 
have served with it for 20 years orj 
more. It has a total membership of} 
107, consisting of 70 men and 37 wo- 
men. 
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Place Your Order Now for These 


Newest Patterns in 


Brown bilt 


D628—“BROWNBILT” 


Women’s pastel calf ‘‘Radiant’’ sandal, 

pastel japelle shark trimming, 18/8 

cove! wood box heel, imitation turn, 

Gloria last AA, 8; B, 3-8; 
%-8 Price $4 

D me in patent with Boardwalk 

trimming .Price $4.00 


Both In Stock Now 


D6é640—“BROWNBILT” 


Women’s patent ‘‘Happy’’ sandal, pastel 
parchment calf trimming, 


lined, 
AA, 4-8; A, 3%-8; B, 3-8; D, -8. 
Price $4.35 


In Stock May 10th 


AA4—“BROWNBILT” 


Women’s patent ‘‘Vanity’’ sandal, plain 
toe, 19/8 covered wood Spike heel, 
imitation turn, Letty last. AA, 4-8; 
A, 8%-8; B, 3-8; GO, 2%-8. 

Price $5.00 


In Stock May Ist 


for Women 


D636—“BROWNBILT”’ 


Women’s patent ‘‘Marjorie’’ strap, ging- 
ham trimmed, 19/8 covered wood Spike 
heel, imitation turn, Letty =. AA, 4-8; 


Rneteketein 
D637—Same in white kid with floral 
kid trimming.............Price $4.35 

Both In Stock Now 


AA2—“BROWNBILT” 


Women’s red kid ‘“Leola’’ pump, red 
cube trimmed, 19/8 covered wood Spike 
heel, imitation turn, Tampa last. AA, 
4-8; A, 3%-8; B. 3-8; C, 2%-8. 

Price $5.00 
AAS—Same in green kid with tent 
trimming cccccccccce ...- Price $5.00 
AA1—Same in patent with black and 
white Foulard trimming...Price $5.00 

All In Stock Now 


e 


Shoes 


AA5—“BROWNBILT” 


Women’s patent ‘‘Vanity’’ sandal, plair 
toe, 13/8 covered wood box heel, imita- 
tion turn, Daisy last. AA, 4-8; A, 3%-8; 
B, 3-8; C, 2%4-8 Price $4.85 


In Stock May ist 


1T691—“BROWNBILT” 


Women’s patent cut-out tie, plain toe, 

13/8 covered wood box heel, imitation 

Gloria last. -8; B, 3-8; 

D, 2%-8 rice $3.35 
T695—Same in black kid. 

Price $3.35 


Both In Stock May Ist 


D632—“BROWNBILT” 


Women’s patent “Elite’’ pump, pearl 
iridescent quarter, 19/8 covered wood 
Spike heel, imitation turn, Letty last. 
AA, 4-8; A, 3%-8; B, 3-8; C, 2%-8. 
Price $4.00 


In Stock Now 


Wwowes Gros Gowunsgasy 


ST. LOUIS, U. S. A. 


Manufacturers 
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Peacock Shoe Shop Now 


Has Millinery Dept. 


Kansas City (UTPS)—An unusual 
result came in the Peacock Shop here 
from rearranging the store for the in- 
clusion of a millinery department. 

Shoes stored on the south wall where 
the new department is now installed 
were moved to a storage space formed 
by building a partition in front of the 
offices in the rear of the store. The 
partition was placed about fifteen feet 
in front of the office space both to make 
the storage space and to make the 
store look smaller and more compact. 

The result was that the store was 
given a larger and more spacious ap- 
pearance and the storage space was in- 
creased by 1,000 pairs in addition to 
making space available for the new de- 
partment. 

A smart Spanish architecture was 
used in finishing the partition result- 
ing in a lighter and more attractive 
store. 

The millinery department is the first 
one installed in an exclusive shoe store 
in Kansas City. The management is 
on a rental basis providing an income 
to the shoe store from space formerly 
used for storage. 

Hats designed to match the popular 
offerings in footwear in color and style 
are on display, resulting in a double at- 
traction to prospective customers. 


New Denver Shop 


DENVER (UTPS) — Another shoe 
store has been added to Denver’s teem- 
ing number. It is the Slipper Shoppe 
at 1018 Sixteenth Street. A handsome 
new front has been installed and on 
opening day there were the usual in- 
ducements. Ten dollar values were of- 
fered at $4.95 and $5.95 in women’s foot- 
wear; men’s oxfords regularly valued 
at $8 were offered at $4, and to fill the 
good measure to overflowing a pair of 
silk hose was thrown in free. Besides 
being on Denver’s principal business 
street, the new store is in the same 
building that houses one of the most 
popular theaters, which in itself is an 
invaluable merchandising asset, bring- 
ing great numbers of people by the 
door day and night, which gives the 
windows a chance to speak their piece. 


Arch Preservers for Roxy 


New YorK—The New York Arch 
Preserver Shoe Shop, 9 East Thirty- 
seventh Street, recently received an 
order for 246 pairs of Arch Preserver 
shoes from S. L. Rothafel, “Roxy,” of 
orchestra and radio fame. The shoes 
were for the attendants in the new 
Roxy theater. The story is told that 
more than a year ago, Roxy bought a 
pair for himself. Some time later he 
returned and bought an entire shoe 
wardrobe. When the time came to 
uniform the theater attendants, he de- 
cided that all should wear Arch Pre- 
servers. 


Louis J. Hecker Promoted 


WASHINGTON, D. C.—Lovwis J. Hecker, 
who has been manager of Levy’s 
Strand Boot Shop, has been appointed 
manager of LaParee, in recognition of 
his faithful service. 





Advises 14 Pairs 


DENVER (UTPS)—According to an 
article in The Denver Post, leading 
Denver shoe store proprietors say the 
well-dressed woman must have at least 
fourteen pairs of slippers, with the pro- 
viso that if she’s very active in sports 
and society the number should be in- 
creased to twenty. 

“Since public attention has centered 
almost exclusively on feminine ‘under- 
pinnings,’ ” the article reads, “trim and 
well fitting footwear has become a 
paramount issue of a lady’s wardrobe. 

“The new spring modes in slippers 
have gone back to ancient Rome and 
the Orient for their inspiration. Open- 
work sandal slippers and paisley 
trimmed footgear reveal the origin of 
the designer’s ideas.” 

Several paragraphs are then devoted 
to telling when and how the fourteen 
pairs of shoes should be worn. 

“To be very Parisian in attire,” it 
continues, “a lady should wear shoes 
to match her hat, gloves, purse, para- 
sol and dress belt. 


“Shoe ties, which went out of popu- | 


larity ‘some years ago, are coming back 
with new vigor. Oxfords tied with a 
variety of novel laces are being shown 
in the best Denver shoe shops.” 


Shoe Store Sold 


CHIPPEWA FALLS, Wis.—The Home 
Trade Shoe Store at 112 Bridge Street 
of this city which has been owned by 
A. Jacobson has been sold by him to 
Joseph D. Gagnon. Mr. Jacobson has 
been in the shoe business for eighteen 
vears and failing health forced him to 
retire. Mr. Gagnon has been a resident 
of Chippewa Falls all his life and has 
been active in public affairs. He has 
been with the Prudential Insurance Co., 
as its agent here, and prior to that he 
was with a shoe manufacturing com- 
pany here. Edward Murphy, who was 
born in Chippewa Falls but who has 
been in charge of buying for the shoe 
department of a store at Waterloo, 
Iowa, for the past eight years will be 
associated with Mr. Gagnon in the 
store. 


George Schmick Robbed 


BALTIMORE (UTPS)—Held up by 
two bandits at the point of a 
pistol, George Schmick, proprietor of 
Schmick’s Quality Shoe Store, 1543 
West Lanvalle Street, was robbed of 
$900 in cash. The money represented 
a day’s receipts, and was being car- 
ried by Mr. Schmick in a box under his 
arm. He was getting ready to deposit 
it in a bank. The bandits managed to 
get away before police arrived in re- 
sponse to Mr. Schmick’s call for help, 
and are now being sought by the police. 
An automobile was used by the men. 


Edmonston Heads Hess 


WASHINGTON, D. C.—T. E. Ed- 
monston, who has been manager of the 
N. Hess shoe store for the past 26 
years, assumed active contro] of the 
business the first of this month. A 
lease for the room at 1210 G Street 
N. W., has been signed and the busi- 
ness will be moved to that location 
about May 20. 





Washington Shoe Men 
See Big Run on Color 


WASHINGTON, D. C.—Last week’s 
regular Friday noon meeting of the 
Washington Shoe Retailers’ Associa- 
tion brought out some timely informa- 
tion on these subjects: 

What proportion of women’s colored 
shoes will be used? 

How many white shoes should be 
bought? 

What will be the style tendency for 
after-Easter selling? 

It developed that Easter selling did 
not clarify the color situation, except 
to this extent: It was the consensus of 
opinion that it was a black Easter, 
which, translated in terms of future 
buying, assures that colored shoes will 
come into their own with the coming 
of the settled warm weather; that 
white shoes will sell in about the same 
proportion as last year; or that it is 
fairly safe to buy 75 per cent of last 
year’s sales, this year; sandals may be 


ja substantial part of the style trend, 


also that woven sandals must be con- 
sidered as their influence may cut into 
the sales of sport shoes. Unquestion- 
ably, sandals, both imported and 
domestic, will have a dominating in- 
fluence and must be reckoned with in 
determining a well balanced stock. 

Two interesting sidelights developed 
during the color discussion. It was 
found that the light shades, having a 
pink cast, are not being sold easily. 
This shading does not harmonize with 
the rest of the costume, so the consum- 
ers are demanding last year’s colors. 
President Hirsch called attention to the 
fact that as Mrs. Coolidge is wearing 
all white shoes with. her white cos- 
tumes, this will undoubtedly crystallize 
sentiment favorably toward white foot- 
wear. 


Bradley with Ralston 


INDIANAPOLIS (UTPS)—E. J. Brad- 
ley has been appointed manager of the 
Ralston Shoe department at Jud’s 
Men’s Duds Shop, 15 North Pennsyl- 
vania. Mr. Bradley enters upon his 
new position well qualified, as his shoe 
experience embraces more than four 
years as assistant manager of Felt- 
man-Curme. “The purpose of Mr. 
Bradley’s appointment, primarily,” 
states Mr. McCarthy, “is to continue 
the same high standard of service and 
to develop a clientele of young men who 
are seeking both style and comfort in 
shoes. 

The Charles Store just opened at 4 
West Washington Street, with head- 
quarters in New York City, have 
added a shoe department in the base- 
ment, where the latest styles in popu- 
lar priced ladies footwear will be sold. 
The company operates chain stores in 
all the larger cities of the country. 


Barnet Back from Europe 


New YorkK—S. M. Barnet president 
of the Barnet Leather Co., Inc., recent- 
ly returned from his semi-annual trip 
to Continental Europe, where he in- 
vestigated the motifs and designs on 
the latest fancy leathers. The Barnet 
Leather Co., Inc., expects to shortly 
show some new leathers, as the result 
of his investigations. 
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FASHION FAVORITES IN STOCK 














Arch Relief Shoes conserve the 
natural vitality of women’s feet and 
concur in the natural feminine de- 
sire for stylishly shod feet. A more 
perfect combination cannot be set 
before the major portion of your 
trade, especially when you can re- 
“THE MARVIS” tail the line at intermediate prices 
that leave the family budget healthy 
and allow you a legitimately gener- 
ous profit. 


° 


Riley does not let merchants go it 
alone, but supplies them with a 
wealth of advertising aids, such as 
copy and illustrations for newspa- 
pers, folders, direct mail letters, 
“THE MARVIS" movie slides, etc. This service is 


Stock No. 8621—Black 
Patent Leather $4.75 free. 


Stock No. 8622—Black 
Kidskin $5.00 











Ask for the Arch Relief proposition. 


“THE MARLON” Relief 


Stock No. 8624—Black 
$4.75 


Patent Leather . 
$5.00 Shoe s 


Widths AAA-D—Sizes 2-8 





“THE MARLON” 


The Riley Shoe Mfg. Co. 


. 
Columbus, Ohio 
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Men’s Shoe Producers Pushing Hard 


for “Summerweight” Campaign 


Seasonal Variation Neces- 
sary, Say Leaders; Swing 
in With “Straw Hat Day” 


New York—More strenuous efforts 
than ever before will be made by both 
manufacturers and retailers to stress 
seasonal changes in shoes this spring. 
According to leading shoe men gath- 
ered at the style conference this week, 
plans are being. made to feature, 
through publicity, both paid and other- 
wise, the seasonal change in shoes that 
should be made simultaneously with 
the change from winter to summer 
headgear. “Straw Hat” day as an in- 
stitution is fairly well established. 
Shoe men are planning to throw the 
weight of their propaganda efforts 
along with the straw hat men on May 
14, in most parts of the country. 

Manufacturers of men’s shoes par- 
ticularly are interested in the summer 
weight shoe campaign and many of 
them have devised dealer helps to aid 
the retail merchants in “putting 
across’ the idea to the general public. 
The seasonal idea, say the men’s shoe 
manufacturers, is more necessary in 
their line than it is in women’s shoes, 
since men, in recent years, have 
formed the habit of wearing, not only 
the same kind, but the same shoe, all 
the year round. With high shoes in 
small demand, the seasonal variation 
has been less marked. 

Sentiment among the men’s shoe 
manufacturers seems to be toward an 
attempt to revive high shoes for men 
during the coming fall season. 


Plant Gives Style Show 


New YorK—The south ballroom of 
the Hotel McAlpin was the scene of 
a style show staged the first three days 
of this week by the Thomas G. Plant 
Co, Boston, Mass. All the new sea- 
sonal models were shown on living 
mannikins for the edification of retail 
buyers who are now in New York. The 
style show was well attended and offi- 
tials of the company expressed them- 
selves as well satisfied with the results. 


Thomas Buys Boyden 


Newark, N. J.—E. W. Thomas, con- 
nected with the C. S. Pierce Co., 
insole manufacturers, has purchased 
control of the Boyden Shoe Manufac- 
turing Co. of this city. The Boyden 
concern was thrown into the hands of 

a receiver recently. 








Conrad at Capacity 


BROCKTON—The Conrad Shoe Co. of 
Campello, which has steadily increased 
its production for the past few months 
since it moved its Marlboro factory 
back here, now is operating at capacity 
of 2200 pairs a day, and business on 
hand indicates that capacity produc- 
tion until early Fall will be necessary 
to take care of the orders. The com- 
pany declares the capacity output 
schedule is not mushroom growth, but 
the result of a steady increase in its 
business over a period of many months. 


Demand Growing for Tan 
in Men’s Dress Footwear 


MILWAUKEE, WIis.—“There is a no- 
ticeable decrease in the volume on black 
shoes for men,” said Robert J. Demp- 
sey, sales manager for the Weyenberg 
Shoe Manufacturing Co., “while the 
tans are picking up in demand and we 
anticipate there will be a good volume 
on them for the next three months.” 
Mr. Dempsey said the blacks are drop- 
ping off a little every day as the 
weather becomes warmer. Most of the 
footwear is being made up this season 
in the plain leathers, with few grains 
being produced. One day recently the 
company received more mail orders for 
a single day than at any time in its 
history. 

George O. Peterson of the B. B. Shoe 
Co., reports that there is a trend to- 
ward the Cuban heels in ladies’ foot- 
wear and toward plainer shoes, the 
latter vogue being due to the tailored 
suits the ladies are wearing. Mr. 
Peterson said that during the past 
month there has been an easing off in 
the volume, but despite this, the fac- 
tory is continuing on the same sched- 
ule of operation. 
tire production of the B. B. company 
is devoted to black patents in solid 
colors, black and white trims and white 
trims. 


Velvet Surfaced Insoles 


_ Lynn—Shoes with velvet surfaced 
insoles are new here. The velvet, in 
any color or design, is fitted to the in- 
sole, and is made up into the shoe as if 
it were a part of the innersole. The 
stitches, which are made by the Little- 
way machine, can be seen down in the 
nap of the velvet. The wearer of the 
shoes will walk on velvet. Besides, the 
velvet adds something new to the looks 
of the insides of the shoes. 


Practically the en- | 





E. C. Wheeler 
and R. P. Morse 
Buy Cousins Co. 


J. B. and T. F. Cousins Dispose 
of Interests in Business and 


Retire 

BrRookKLyN—After 40 years in the 
shoe business J. B. Cousins and T. F. 
Cousins, of the J. & T. Cousins Co., well 
known shoe manufacturers of this city, 
are selling out their interests in the 
concern and retiring. 

Control of this old established busi- 
ness, which has a reputation for mak- 
ing one of the highest grade lines of 
women’s shoes produced in this coun- 
try, will pass to Ernest C. Wheeler, as- 
sistant treasurer and general manager 
of the company, and Raymond P. Morse, 
president of the Cantilever Corpora- 
tion, who have purchased the interests 
of the two Cousins. 

Both Mr. Wheeler and Mr. Morse 
will assume active control of the busi- 
ness and will take direct charge of its 
management. The same quality of 
high grade footwear under the Cousins 
name will continue to be produced. 


Craddock Plans Increase 


in Lynchburg Output 

RIcHMOND, VA. (UTPS)—The an- 
nouncement of the Craddock-Terry 
Shoe Company, of Lynchburg, Va., 
that it is to transfer a considerable 
volume of its shoe manufacturing busi- 
ness from Western and mid-Western 
factories to the Virginia plants, means 
a much larger volume of business in 
the Hill City in the future and a grad- 
ual addition of trained labor to the pay- 
rolls of that city. 

President Charles G. Craddock states 
that the factories at Lynchburg will, 
in all probability, have the steadiest 
and largest production after April 25 
that they have ever had. The company 
during the last year has increased the 
number of operatives at Lynchburg 
about 1000, and the latest change is ex- 
pected to add other hundreds to the 
Lynchburg payrolls. 

Mr. Craddock said: “The outlook for 
the company’s business, as a whole, and 
particularly as regards its Lynchburg 
factories, is more promising than it 
has been at any time during the last 
several years, the company having 
made a gain in shipments for the first 
three months of this year of $712,347 
over the same three months last year. 
The company, naturally, regrets the 
inconvenience and loss which even a 
temporary shutdown will cause to its 
employees and to the merchants of 
Lynchburg, but it is glad to state that 
it feels that the plans decided upon will 
result in larger production than Lynch- 
burg has ever had before.” 








In Stock—ready to ship 


LOUISE—Stock No. K-200 
Price $5.00 


“Foot Friend’’ two button ebony glazed 
kid. 14/8 leather heel, 1/8 Wingfoot 
top piece, Goodyear welt. 


LOUISE—Also carried in two button 

patent chrome. 

Price $5.00—Stock No. P-250. 
Not in stock—but quickly available. 


The BENNY—a captivating new Foot 
Friend model—charmingly original. 
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0 ot Friend 


A Treasure in Footwear 
that you can Capitalize— 


FOOT FRIEND SHOES 


Foot Friend Shoes are a treasure to the 
woman who appreciates refined, distinctive 
footwear—a treasure to the merchant who 
desires trade-building merchandise. 


Foot Friends hit center at what women are 
demanding in footwear these days. 


They have the appearance—the quality-— 
the friendly feeling on the foot — the 
PRICE—that appeal to a tremendously 
large class of discriminating buyers. 


That’s why Foot Friends have so quickly 
become a pace-setter of sales—why mer- 
chants everywhere are re-ordering Foot 
Friends. 


A Foot Friend Courier is now in your ter- 
rifory. Welcome him for he brings you 
footwear that will prove a real treasure in 
drawing old and new customers to your 
store. 


THE LAPE & ADLER CO. 


Makers of “Foot Friend Shoes’’ 
COLUMBUS, OHIO 


“FOOT FRIEND” COURIERS 


Dunbar Archer Dolph G. Hoyt. Phil Miller 
Barney Coens n A. P. Richards 
Bertrand J. Coens ; , Jr. Jack Spurlock 
Larry Conners . Tom Talbott 
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Milwaukee Credit Men 
Hold Monthly Meeting 


MILWAUKEE—F. W. Dickey, econo- 
mist for the First Wisconsin National 
bank at Milwaukee, was the principal 
speaker at the monthly meeting of the 
Shoe Credit Men’s association which 
was held at Schuck’s, Whitefish Bay. 
Mr. Dickey’s talk was on present busi- 
ness conditions. He is considered one 
of the foremost analysts of business 
and trade conditions in Milwaukee, and 
he pointed out some of the things which 
he has observed on the situation in in- 
dustry and business. 

Final plans were made for the joint 
meeting which will be held with the 
Shoe Credit Men’s Association of Chi- 
cago. It will be held in Milwaukee on 
Saturday, May 7, at the Elks’ Club. 
The business meeting will start about 
the middle of the afternoon and dinner 
will be served in the evening. An in- 
vitation has been extended to J. Dudley 
Smith, New York secretary of the Na- 
tional Boot and Shoe Manufacturers’ 
association, to attend, and it is pos- 
sible that he will accept. The regular 
list of credit questions was submitted 
which the members discussed from 
various angles. 


New Brooklyn Firm 


A new shoe concern known as the 
Clarendon Shoe Company has been or- 
ganized in Brooklyn. It will manufac- 
ture a line of women’s fine turn foot- 
wear to retail at $10.00 and $12.50. 
New and extensive quarters have been 
taken at 372 Classon Avenue, and the 
necessary equipment is being installed 
to produce 500 or more pairs per day. 
The plant will be up-to-date in every 
respect with the latest shoe machinery. 

Simon Fink is president, I. H. Sha- 
pak, who was with the E. & W. Shoe 
Manufacturing Company, also of 
Brooklyn, is secretary, and Hyman 
Estow is vice-president. Mr. Estow 
will supervise factory production,. while 
Mr. Shapack will take care of sales 
covering every part of the country ex- 
cept the Coast, where it is planned to 
appoint a resident representative for 
the line. Mr. Shapack reports they will 
be in readiness to start production 
about April 25. The initial line which 
this house will show is also being built, 
and it is planned to exhibit these shoes 
at the coming Brooklyn Style Show to 
be held at the Hotel Commodore, May 
23, 24 and 25. 


Bourque Shoe Co. Moves 


HAVERHILL—The Bourque Shoe Co., 
makers of women’s McKay novelties, 
has moved from 64 Phoenix row, this 
city, to Auburn. Me., where production 
will be begun May 2. The firm has 
been engaged in business in this city 
for four years, and is headed by 
Roy H. and Joseph C. Bourque. The 
local plant had a capacity for 1000 
pairs of shoes daily and employed ap- 
proximately 100 operatives. Union re- 
strictions are mentioned by the mem- 
bers of the firm as responsible for the 
move. Negotiations between the firm 
and representatives of the Auburn, 
Me, Chamber of Commerce have been 
going on for several weeks, with the 
result that arrangements for removal 
to the Maine city have been concluded. 





Washington Co. Expanding 


WASHINGTON, Mo.—The Washington 
Shoe Company, of this city, is increas- 
ing its capacity by an addition to its 
present factory. The new structure 
will contain three floors and a base- 
ment. 

This company is making a line of 
novelty McKay shoes. Sales offices and 
buying headquarters were moved re- 
cently to Seventeenth and Locust 
St. Louis. W. T. Stephenson is presi- 
dent, and L. K. Kane, vice-president of 
the company. 


Geo. E. Keith Opens 
Salesroom in New York 


BrocKToN—For an experimental pe- 
riod until July 1, the Geo. E. Keith Co. 
is establishing a salesroom at 121 
Duane Street, New York City, in the 
heart of the shoe district. The plan is 
being tried principally through the ef- 
forts of Messrs. Winters and Holzer. 
Arthur J. Chase, head of Department 
Six, was in New York arranging the 
formal opening April 15. A trade an- 
nouncement telling of the opening was 
sent to dealers in and around New 
York. Anton Miller, also of Depart- 
ment Six, now is in New York to assist 
in starting the rooms off right. The 
experiment is tried with the hope that 
Walk-Over dealers in and around that 
center will enjoy the service as much 
as do New Englanders who have access 
to the Boston office, the company state- 
ment announces. 


Gorman, Tarr & Waterh’se 
Now Making Style McKays 


LYNN — Follow- 
ing the change in 
name from Mur- 
phy, Gorman & 
Waterhouse to 
Gorman, Tarr & 
Waterhouse, Inc., 
announcement __is 
made that all de- 
tails of the reor- 
ganization of this 
well known com- 
pany have _ been 
completed and that 
—_ & am production of their 

é style McKay foot- 
wear is under way. 

John T. Gorman has been elected 
president and is in charge of style and 
sales. P. H. Tarr, until recently treas- 
urer of the Thomscn-Crooker Shoe Co., 
has been made treasurer in full charge 
of finance and credits. C. E. Water- 
house, the new secretary, will have 
charge of production. W. H. Howe, as 
vice-president, will cover the big city 
trade between Boston, Chicago and St. 
Louis. 

The Far Western sales territory will 
be in charge of Chris E. Nelson with 
headquarters in San Francisco. Edgar 
M. Daniels, with headquarters in Bos- 
ton, will cover the Southern territory. 
The Southwest will be handled by R. A. 
Gilbert, who will make his headquar- 
ters in Dallas; while Pennsylvania and 
nearby states will be covered by “Jack” 
Gillis, with an office in Pittsburgh. 





Noticeable Increase in 
Demand for Men’s Shoes 


BROCKTON — Warmer weather has 
had the effect of considerably stimu- 
lating the movement of the better 
grades of shoes here, and the factories 
turning out footwear for the jobbing 
trade have been very busy also, so that 
in the main production here has con- 
siderably increased. 

It was a period when there was 2 
sharp call for summer shoes, with quite 
a movement of whites, both for men 
and women. There will be quite a few 
canvas and buck shoes worn during the 
hotter months if the preliminary call 
is any criterion. 

One of the local manufacturers is 
experimenting with a semi-sandal for 
men’s sport wear, made up with plain 
elk sole and a low heel, and also with 
rubber soles and heels for golf wear. 
It has been made up in both tan, buck 
and buck with combination leathers. 
Many plain toes for sport wear are 
being ordered. Summer shoes for 
women continue to feature the high 
heel in wanted shades, except, of 
course, the sport shoes. 


Mrs. George D. Selby Dead 


PORTSMOUTH, OHIO (UTPS)—Mrs. 
Lydia Webster Selby, wife of George 
D. Selby, president of the Selby Shoe 
Co. of Portsmouth, passed away Tues- 
day morning, April 19, following a 
short illness from the infirmities of 
age. She was one of the best known 
women in Portsmouth, where she took 
a prominent part in civic and church 
affairs. She was born in Meigs County, 
Ohio, Nov. 30, 1845, and thus was 
nearing her eighty-second birthday 
when she was summoned. Married in 
1867 to Mr. Selby she was instrumental 
in helping her husband make a great 
success of the shoe manufacturing busi- 
ness in which he was engaged for prac- 
tically all of his business life up to 
this time. 

She leaves her husband, one daughter 
and three sons, who are Mark Web- 
ster Selby, Homer Clifford Selby and 
Roger Alfred Selby. Her daughter, 
Cora Selby, lived at home. She was 
prominent in the Bigelow Methodist 
Church with which she united in 1867. 
Funeral services were held at her home. 


New Factory for Brockton? 


BROCKTON — Representatives of a 
Haverhill shoe company have made 
overtures to business interests and of- 
ficials of the Chamber of Commerce 
with a view to locating their business 
here. Little progress is said to have 
been made, however, because it is 
claimed, some financial inducement is 
wanted to bring the factory here. 


John G. Worsham Dies 


St. Lours—John G. Worsham, traf- 
fic manager for Hamilton-Brown Shoe 
Co., died of apoplexy Monday, April 
18, at the age of 73. He had been with 
the company for the past forty years 
and previously had been connected with 
a railroad. He is survived by his 
— Mrs. Eleanor Phillips Wor- 
sham. 
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$4.50 


In Stock 





No. 725—Black Calf. 


No. 724—Medium Brown Tan Calf 
Avon 122 last, soft toe, rubber heels 
B to D, 6 to 10. 


THIS Summer-Weight Tie 
_ Will Bring Added Business 


Though novelty styled, yet it is thoroughly practical. Though also 
built to embody all of the lightweight principles, your customers 
will enjoy its wear, too. Buy our “Jazzo” now and know that it 


can bring you added sales. 


Diamond Shoe Cz 


139 Duane St., New York 


All Factories: Brockton, Mass. 
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New Gaiter Selling Slogan— 
“Sell Doubles!” 





Novelty Galoshes and Lower Prices for 1927-1928 Lines 
Mean Increased Profits for Merchants 


EW styles in gaiters for next 
fall and winter are appear- 
ing in ever increasing ar- 

ray. One of the leading rubber 
shoe manufacturers reports that his 
plant is turning out as many as 132 
different novelty patterns daily, for 
inspection, and possible placing, in 
the 1927-1928 line. It may be in- 
teresting to note here that oft-times 
before a new model is finally adopted 
by the rubber man it is taken to 
some of the big buyers—of a de- 
partment store or of an exclusive 
retail shoe store—for an O.K. as to 
its good selling qualifications. 
Makers are wondering just when 
this wheel of fashion, galosh-wise, is 
going to stop revolving; many re- 
gard the situation as a bit danger- 
ous, for although one of the best- 
ever rubber shoe businesses was 
enjoyed by retail shoe merchants dur- 
ing the past winter, nevertheless 
with the general reduction of prices 
on the 1927-1928 line of from 13% 
to 14 per cent over 1926 prices, and 
a few further slight revisions down- 
ward, volume operating, at a small 
profit, is not particularly adaptable 
to the production of a wide variety 
of new rubber shoe types. More- 
over, this rapidly moving state of 
affairs in a hitherto conservative in- 
dustry of four, five or six-buckle 
galoshes and plain black rubbers has 
all come about practically within the 
last year, and however much rubber 


shoe manufacturers would like to 
have the tempo of the vogue slow 
down, there seems to be no checking, 
for the present at least, the quick 
measures of the modern demand. 


NE of the chief reasons for this 

flurry and worry in creating 
“something different every day” in 
the novelty gaiter is the suddenness 
of the démand. When the first few 
numbers in the novelty gaiter made 
their appearance during the 1925- 
1926 selling season, there was much 
speculation on the part of producer 
and merchant as to their ultimate 
popularity with the consumer. To 
the surprise of the great majority of 
the sellers, the feminine portion of 
the various communities thoroughly 
indorsed the abbreviated top gaiter, 
and at the end of the 1926 season 
their success was assured. And then 
commenced an active creative era. 
The keynote of “On with the dance” 
might well have been chosen. Dame 
Fashion got busy and decorated 
many low, and lower, topped models 
with colorful plaids; she chose vari- 
ous plain and multi-colors, in a big 
variety of fabrics, domestic and im- 
ported. The ladies of America 
smiled approval to the tune of pur- 
chasing two pairs of gaiters at a 
time—one pair for storm and an- 
other pair for dress-up; the weather 
man helped the good cause with 
snows and cold rains, so that 1927 


was ushered in with rubber stocks 
low, more wintry weather in sight, 
and re-orders. 


LL signs point to a good retail 
shoe business on novelty gaiters 
for next fall and winter. The earlier 
novelties, first tried out by the young 
women and approved by them, have 
now become almost staples with the 
older women, who regard them as 
“the correct thing” in footwear pro- 
tection, rather than the bizarre. 
The “unusual” types of 1925-1926 
have long since become the “usual” 
types of 1927-1928. “So much more 
comfortable and lighter weight 
than the old galoshes’; “We never 
did need the real high-tops, any- 
way,” and “We like to wear a fash- 
ionable gaiter, to match our coats or 
hats,” were prominent among the 
criticisms of women customers last 
January and February. Progressive 
retail shoe merchants have “listened 
in” attentively to these consumer 
comments and consumer past atti- 
tude, and are already placing large 
orders in anticipation of the coming 
demand on novelty gaiters. 

The idea of the re-sale value to 
the consumer, with its reaction in 
increased sales for the retail shoe 
merchant, is the thought which was 
uppermost in the mind of one of the 
large rubber footwear manufactur- 
ers, in announcing prices of its 1927- 
1928 gaiter styles. 











(From “India Rubber World’) 


Lash 





Be chsoncel ‘India Rubber World’’) 








Here’s a few of the new novelty gaiter styles. 


made by the United States Rubber Co.; 
is contrasting material; 


ture, with dainty plaid ‘lining in yellow and white; 





the next is “The Converse Charm,” 


the next number is the Goodrich ‘ 






The first number (reading left to right) with plaid cuff is 
the next number is a Firestone model, in tan, with striped cuff, snap-under-cuff fastened, 
automatic fastened, and snap- -button fastened, in gray heather mix- 


“The Tempest,” 


‘Lo-Zipper,” in gray fancy worsted tweed 
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WHERE TO BUY 
Men’s Shoes 


ape. 
BOSTONIANS 


Shoes for Men 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 




















“Cie Carried Stock 
11 South Street 
Boston 
(Sor MORIN 
BOOT & SHOE 
hol hoe COMPANY 
FOR MEN audion eve. 











EAST WEYMOUTH.MASS. 








HENRY LILLY CO. 
110 Duane St. , New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














SHOE 


ror MEN 
() M. A. PACKARD CO., Makers (P) 
BROCKTON _______., 


NETTLETON 
Shoes of Worth 
A.- E. NETTLETON CO. 


H. W. COOK, President 


Syracuse, N, Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 
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Getting Ready for Illinois 
Convention in Danville 





Frank P. Meyer in Charge of Ar- | 


rangements—New Features 
Promised 

DANVILLE, ILL.— 
The Illinois Shoe 
Retailers Associa- 
tion will hold the 
annual convention 
in one of the most 
widely known 
towns of the State 
of Illinois—of the 
whole United 
States, in fact. 
This is Uncle Joe 
Cannon’s town, 
Danville, Ill. 
dates are July 20, 

oe 

The headquarters of the convention 
will be the Wolford hotel. This is one 
of the finest hotels in the whole coun- 
try. It was completed last December. 
It is complete in every particular. 
The rooms are spacious and beauti- 
fully furnished. The dance halls are 
extra large, and it has an assembly 
hall which would do credit to anything 
in cities the size of Chicago or New 
York. 

Even at this early date arrange- 
ments for the convention are almost 
perfected. The entertainment fea- 
tures are to be unique and rapid fire. 
There will be no oldtime muzzle-load- 
ing stuff at this show. It will all be 
rapid fire from the drop of the flag. 
The entertainers will be high class but 
strictly modern. The business sessions 
will be condensed, snappy and bene- 
ficial. 

Danville is the home of Frank P. 
Meyer, who for several years was head 
of the State association and also one 
of the managing officers of the national 
association. Mr. Meyer is a past mas- 
ter of shoe convention management. 
He is giving the greater portion of his 
time at present to perfect arrange- 
ments which will insure this coming 
convention at Danville being the most 
successful ever held anywhere at any 
time. 

Mr. Meyer has been successful not 
only in staging shoe conventions, but 
he has been head of the convention 
committee of the chamber of commerce 
at Danville and has supervised the 
handling of many conventions that 
have been held there. 





F. P. Meyer 





Chicago Buyers in Europe 


Cuicaco—The. following shoe buy- 
ers of “The Windy City” are “trip- 
ping” through Europe: Julius Gold- 
berg of O’Connor & Goldberg; William 
Gibbs, general shoe merchandising man 
of Marshall, Field & Co.; Buyer Bueh- 
ler of Mandel Bros. and Buyer Adams 
of Carson, Pirie & Scott Co. 


Another Rabe Store 


OWENSMOUTH, CAL.—E. E. Rabe is 
opening another shoe and hosiery store 
at this place on May 1. Mr. Rabe an- 





nounces that he expects to feature the 
same lines as are now handled in the 
Van Nuys store. 


The | 





Style Edict Issued 


Haverhill Manufacturers Tell 
What’s Good 


HAVERHILL—Local shoe manufactur- 
ers supplying the last word. in novelty 
and style footwear for women sent out 
the following edict on Spring and 
Summer styles which was released 
through the Chamber of Commerce and 
other publicity organizations: 

“Well dressed women will wear 
shoes of striking color and design this 
Spring, ranging from parchment and 
the new pearl lustre to navy blue and 
black patent. Milady’s desire to look 
tall as reflected in the apparel fashions 
has created a heavy demand for the 
very high heels on the new slippers. 
The Spanish spike heel and the full 
louis heels predominate. 

“Small gold and silver buckles, not- 
ably with one-strap effects are becom- 
ing popular and are also being devel- 
oped to great advantage in Colonials. 

“White slippers with green, blue, and 
red heels and straps will be worn dur- 
ing the summer days, in strict contrast 
to the darker colors prevalent during 
the past season.” 





H. C. Godman Co. Makes 
High Record Shipments 


CoLuMBuUs, OHIO (UTPS)—J. Elmer 
Jones, secretary and sales manager of 
the H. C. Godman Co., which operates 
eight shoe manufacturing units in Co- 
lumbus and Lancaster, in a recent in- 
terview said: “It is with great pleas- 
ure and satisfaction that we are able 
to announce the fact that for the 
month of March, 1927, the H. C. God- 
man Co. shipped footwear to our cus- 
tomers amounting to $1,800,000. The 
high previous monthly record was made 
in 1920 when shoe prices were abnor- 
mally high and this new record beats 
our previous record by $18,000. This 
record is now history with us and we 
are looking toward the future and new 
records. F: A. Miller, president of the 
company in a recent talk before fac- 
tory superintendents, foremen, mem- 
bers of the sales and office force and 
executives explained the conditions ex- 
isting in the shoe manufacturing busi- 
ness today. He referred to the keen 
competition, the necessity of meeting 
the new conditions from time to time 
as they develop, and the importance of 
giving the trade stylish footwear of 
merit and prompt deliveries.” 





Milwaukee Meet May 5 


MILWAUKEE—Members of the Mil- 
waukee Shoe Retailers’ Association will 
hold their next meeting at the Mil- 
waukee Athletic club on the evening of 
May 5, according to the officers. The 
principal business to be taken up at the 
meeting will be the State convention 
which is to be held at the Milwaukee 
auditorium, Aug. 2, 3 and 4. 

Charles Collar, president of the as- 
sociation, is chairman of the conven- 
tion committee, and he will give a com- 
plete report of the progress of the con- 
vention arrangements to date. 
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Cozy, Comfortable and Masculine 





Attractive men’s shoe department in the store of Bailey the Clothier, 
. Tampa, Fla. 








42nd Street Reviving 


New York—tThe north side of Forty- 
second Street, between Sixth and 
Fifth Avenues is about to return to its 
former glory as a shoe shopping center. 
The new Salmon Tower Building, which 
displaced buildings formerly occupied 
by I. Miller & Sons, Winkleman and 
one or two other shoe concerns, is about 
completed and shoe stores again will 
shine forth from the street floor. Shoe- 
craft, Inc., already has taken a lease 
on a street floor room, it is announced, 
and at least three more shoe firms are 
negotiating for space. The new Shoe- 
craft shop will be 17 ft. in width and 
extend from Forty-second to Forty- 
third Street. 


New Shoe Stores 


L. P. Shoe & Gen. Mdse. Store, 4305 
Archer Avenue, Chicago, IIl., shoe de- 
partment. 


Cheasty’s, Seattle, Wash., shoe de- 


. partment. 


Bert Heartt, Filley Building, 1005 
Fair Oaks Avenue, South Pasadena, 
Cal. (to be open June 1). 


Lewis Waters, Inc., Roosevelt Bidg., 
i West Seventh Street, Los Angeles, 
al. 

Florsheim-Schaefer, 680 Market 
Street, San Francisco, Cal. (to take 
place of Kearney Street store). 

“Costume Slipper Shop,” 347 Geary 
Street, San Francisco, Cal. (the third 
Frank Werner Co. Store here). Charles 
Samuels, manager. 

_Hale’s Shoe Department, San Fran- 
cisco, Cal. (Russell Yater, manager). 

Rhodes Bros. Store;*Tacoma, Wash. 
(to open shoe. department). 








Stiefel Sees Big Loss 
Through the Floods 


NEw YorK—Reuben Stiefel of Mem- 
phis, Tenn., president of the Memphis 
Shoe Retailers’ Association, says that 
conditions in the flood regions are 
twice as bad as they are painted in 
the papers. For the past ten days the 
lower Mississippi Valley has had the 
most disastrous flood in its experience. 
Ordinarily at this time of year plant- 
ing is completed, and not a seed is in 
the ground. A shortage of mules and 
cattle will retard general planting, and 
the conditions of the people in the low- 
lands are appalling. The shoe men of 
Memphis are rendering aid to brother 
shoe men all through the district cov- 
ered by the floods. Retailing generally 
7 a standstill until the waters re- 
cede. 


W. A. Geuting Recovering 


PHILADELPHIA—Will A. Geuting of 
Geuting’s returned to the store this 
week after seven weeks’ illness. He 
had a severe case of influenza and at 
one time his condition was very seri- 
ous. After visiting the store, he at- 
tended the opening game of the base- 
ball season, which is proof of a return 
to normalcy. 


Move Ass’n Headquarters 


PHILADELPHIA—Headquarters of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation have been changed from the 
Park Building, Fifty-second Street, to 
1017 Schaff Building, 1505 Race 
Street, two blocks from City Hall. 





WHERE TO BUY 
Men’s Shoes 
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7 on hoe 


50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 




















Bion F-REYNOLDS Co“, 
BROCKTON MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 
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WHERE TO BUY 
Standard Shoe Materials 














Colored 
Chrome 
Sides 


Senge & Cobb, tne., 
esten, Mass. 











STRONG and FLEXIBLE 
COUNTERBOARD 


—Made from Long Fiber— 


by 
The Sterling Fiber Board Co. 


Sales Office: 501 Fifth Ave., New York 











est Virginia 


Fibre Board 


Always Uniform in Quality. 
Always Dependable in Service. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
@ Detroit New York Chicago 














The One 
Waterproof 
Leather That 
Takes and Re- 

- a Polist 

CREBSE & COOK CO. 
Tanneries at Denversport, 95 South St., Boston. Mass. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


——' 


PARISTYLE FOOTWEAR MFG. CO., Ine 
41-45 Washington Ave., Brooklyn, N 

New York Office, Room 1116, 1328 ees 

HIGH GRADE TURN MULES and D’ORSAYS 

Gatins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and Up. i 


Men's All Leather House Slippers 
STOCK 


In 
Remeos — Operas 

Broretts 
Brown 
—Hand Turned—8 






















i 


ROTH &2 BOSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








IN STOCK 
$1.00—5% 10 
Gays; cme 
lets; gen- 
wine kid 
tum; rubber heel; 
rights and lefts: 8 to 8 
WM. SUMNER SMITH 
$825 Monree Street 


‘Of the Better Grade 
for the Better Trade? 








Best~ Ever 
Slipper Co. 





75 Front St. 
Brooklyn 
New York 








NoveltySlipperCo. 
Makers of 


Boudoir Slippers of the 
Better Kind 
































121-131 West 19th Street 
New York City 
oo g 
Sorte, <a. 
The Quali 
Pullman Slipper on, 
RED BLACK "TAN 
Ee Shoe Co., Baltimore, Md. 
Brass Bros. & Feinroth, Inc. 
62-56 Garden St., Brooklyn, N. 
Sage tor te 
Do You Know? 
That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs 





I 


out of the meetings. 


it just filled the air. 


at others I stopped short. 
and started back to the store. 


him a lot in selecting styles. 
And there you are. 
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Uncle Dudley Asks to Know 


SEE in the Recorper that quite a lot of talk has been stirred up over the 
subject of booze in sample rooms. That reminds me of two instances of 
booze in sample rooms that lost business for a couple of manufacturers. 
boss likes for me to go to conventions when they are held in our own town. 
In fact he tells all of us to drop in when business is slack and get all we can 
So, one afternoon it was dull and I went over to the 
big hotel where the convention was being held. It just happened that it was 
an off hour and the big convention had adjourned to “look at samples.” 


I went upstairs to the floor where most of the sample rooms were located. 
The minute I stepped out of the elevator 1 smelt it. Leather? 
I noticed ladies in the elevator turn up their noses as 
the cage stopped to let me off. Even the hardboiled elevatorman sniffed. 
I walked down the hall and peeked into several rooms. There was a smell 
in the air that grew more sickening as I progressed. Where I heard loud 
laughter and the clink of glassware I passed them up. 

I visited a number of rooms where there seemed to be no drinking. But 
My nose knows. Finally I got enough of the smell 
As I passed the clerk’s desk I saw a shoe man 
from a nearby town, with his wife, registering off to leave the hotel. I stopped 
to pass the time of day with him. He told me he had come there to buy a 
certain line of shoes but that he had been unable to see the samples because he 
did not want to take his wife into “a Bar Room.” I know that his wife helps 
W ell, there’s one order gone. 


Do you think it pays, fellows? Really, is it worth the 
investment, the risk of poison, of arrest and confinement in jail? And worst 
of all the loss of prestige and business? 


Like Togo, the Japanese school boy, “I ask to know.” 





The 





No, booze. 

















Lynn Stylists Turn to 
Making New Suede Models 


LYNN—New thoughts in styles ap- 
pear as Lynn goes on with the making 
of summer shoes. Suedes, in 16 colors, 
are the newest offering, and it looks as 
if suedes for summer would introduce 
suedes for fall. Samples of them are 
in sport and informal dress styles, to 
match sport and tailored style cos- 
tumes, including rayonized felt hats, 
and sport jackets trimmed with suede, 
or hair calf. Dust shades are new in 
suedes and other leathers. Tan sumac, 
a new tan tone, is taken from the dusty 
sumac blossom of the roadside. 
Patents continue good for volume 
business, and satins follow after. Often 
they are trimmed with black and white, 
as for instance, pipings of black and 
white stripes, and little trims of in- 
definite checks. Another idea is to use 
a mottled vamp of dapple, calicd or the 
like, and a plain quarter. 

New oxfords for summer are light 
in weight and low of line. Some are of 
suede, with invisible eyelets and slen- 
der laces. They differ from the high 
riding ties and oxfords, which are ex- 
pected to sell briskly in the fall. 

In strap models, there is the 7/8 
strap, nearly an inch wide, fastening 
with a large harness buckle, and the 
criss cross and cat’s cradle straps, 
which are held by the fastenette, or 
like fancy buckle. Opera pumps, with 
heel and toe trimmings, are approved 
by women who have “pump feet,” the 

















pretty kind that need no adornment. 








Production Again Spotty 
in Haverhill Shoe Plants 


HAVERHILL—Local shoe production 
has returned to that “spotty” state 
which marked the early season. There 
is a general slowing down of business 
with one or two very rare exceptions. 
There are some reports, however, of 
late origin indicating that the arrival 
of Spring temperatures has enabled 
merchants to make better clearance of 
their stocks and that some immediate 
business may be available. Few firms, 
however, have any cutting in sight be- 
yond May 10. The weather factor is 
acknowledged as highly important t 
late season business. 

Many new samples are being intro- 
duced to the trade by the local factories 
in an effort to create good volume on 
summer wear. Blacks and colors are 
shown in almost equal prominence 
While blacks have been spoken of 
prominently for several weeks, colors 
now are expected to win popular ac- 
claim by virtue of the summer tempera- 
tures. In shoe decoration, perforations 
and striking pipings are being used 
widely. In white shoes, straps and heel 
coverings in bright colors are common. 
Sport oxfords and all-leather shoes 
mark the welt lines for summer. Patent 
is the leading material at present, with 
black kid and black satin also popular, 
while colors run to the light shades of 
kid, with several new tan and brow 
shades putting in an appearance. 
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A Window Which Breathes The 
Spirit of Spring 





i — 
olde i | si - a Gas 





CG. H. Malloy 


HE spring footwear window shown here was in- 
stalled in the Neiman-Marcus Co. store in Dallas, 
Tex., by G. H. Malloy, display manager. 
were orchid and green, using a green commode with 
mirror to match. Two green cabinets, one at each 
end of large corner window, and a green love bench, 
as a center piece. 
floor lamp with shade carried out in tones of green 
and orchid. Silks used in display were orchid and 
green, pleated and puffed. To give the window the 
spring atmosphere aside from decorative furniture 
pieces used in window, large sprays of a yellowish 
green fern were used throughout. 
Footwear shown consisted mostly of shoes made 


The colors 


In the corner was a parchment 


from reptilian leathers, which are so popular at this time, and as an 
added attraction, entire reptilian skins were used with the different 


shoes. 


A black lizard skin was shown with a black lizard shoe; a brown 


alligator skin with a brown alligator shoe, and so on. 








Charles H. Warren Dead 


WALTHAM, MAass.—Charles H. War- 
ren, proprietor of Rufus Warren & 
Sons, retail shoe merchants of this 
city, recently passed away at his home 
here, after a long illness. He was 81 
years of age. Mr. Warren had been a 
subscriber to the RECORDER for over 40 
years. He was born in Weston, Mass., 
and when a young boy came to Wal- 
tham with his father, Rufus Warren, 
who established the business which 
now bears his name. Many were the 
reminiscences which Mr. Warren liked 
to relate about the old days of shoe re- 
tailing, when for part-employment on 
Saturdays he unpacked the shoe cases 
received by his father during the 
week and trimmed with a knife the 
tubber shoes, which had been made 
over wooden lasts, sent to South Amer- 
ica by his father, dipped in rubber, 
dried and hardened, and then re- 
shipped to Waltham. He studied pho- 
tography, and had the distinction of 
being one of the last persons to take 
a picture of President Lincoln at the 





White House, early in March, 1865, 
the permission for which was granted 
through Lincoln’s son, Tad, with whom 
Mr. Warren had made friends. 

In 1872, he and his brother, Charles, 
entered partnership with their father, 
under the name, Rufus Warren & 
Sons. Charles did not remain in the 
firm long, and before the death of Ru- 
fus in 1898, the late Clarence Warren 
had become the sole owner. His son, 
Rufus, entered his employ, after com- 
pleting his studies at school, and now 
another Rufus heads the house of 
Warren, whose retail shoe store has 
been continuously in one family for 
81 years. Mr. Warren leaves a widow 
and one son. 


New Tru-Pedic Store 


WASHINGTON, D. C.—A new Tru- 
Pedic Shoe Store has been opened by 
Adrian P. Lyons at 1203 F Street, N. 
W. Mr. Lyons was with Dr. Kahler’s 
Thirteenth Street store for a number 
of years. 
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WHERE TO BUY 


Women’s Novelties 
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Patent Sandals & 
Sally Straps 

are selling now! See 

samples at our ex- 

pense. 


Samuel Cohen Shoe Co 
a iY 47. St. 

















Latest Styles at 
Popular Prices 
ays in Stock  ~ 
ST-NEW YORK CTY 
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WHERE TO BUY 
Ballet Slippers 
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EW ALLETS 
and B Turn, Vici Kid 
Improved In Steck 
Soft Toe: Cres $1.15: 
Misses’ w 
$1.25. 
25; 
Women's $2.35. 
Also Better Grades 
in Steck 





i ag Stover Ce. Co. 
B’way 


Samples on Request In Ay 


Everyininn 








BALLET St IPPERs— IN [STOCK 
of the unusual kind 
B102 Bik. Glazed Kid, Soft Toe 


Child’s 6 to 1i—$1.35 
Misses’ 11'/2 to 2— 1.40 


Women’ & 2% to s— 1.45 
Also riard Toes 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


In STOCK 
Women’s, $1. 35; 
Misses’, 
Children’s, 
Send for Mail orders prompt 
Samples ly attended to. 
ROTH & ROSENBERG SHOE Co. 
124 N. 3rd St., Philadelphia 














Im Steck Black Bal- 
let Slippers 





Ladies’ 1.25 pr. 
Misses’ $1.20 pr. 
Obilds’ $1.15 pe. 
ones pues Co., INC 
47 ne St, 


a vom N. Yr. 








LYONS AND 
Hand Turn BALLETS 
Wo's. Miss’ Chad's. 
$1.45 $1.40 $1.35 

Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y. 


COMPANY 
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WHERE TO BUY 


Heel Protectors 
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A PROFIT MAKER 
to retail at 














WHERE TO BUY 
Children’s Shoes 








“ELAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 














WHERE TO BUY 


Miscellaneous 








ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 








STUDY CHIROPODY 
Make $5,000 to $15,000 a Year 
a Dector of Surgieal Chiropody. The 
enly uncrowded field. Study at largest foot clinic 
in world. Foouty of paysitene, surgeons, chirop- 
. es and equipment. Four- 
. Entrance requirements, 4 
@r equivalent. Course, 2 years. 
. October. Opportunities to earn way 
le studying. Write for catalog. Dept. B. 
ILLINOIS COLLEGE OF CHIROPOCDY 
1827 N. Clark Street, Chicago 
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WHERE TO BUY 


Store Fixtures 





GOODWINDOWS 


Mail Orders Are Heavy 
in the St. Louis Market 


Str. Louris—Business in the wholesale 
houses continues on an even keel. 
The month so far shows a slight gain 
and many believe this situation will 
improve before the end of the month. 
Mail orders are heavy and this indi- 
cates that merchants are sizing up 
their stocks which evidently have been 
cut into during the past week. 

The heavy rains and floods have 
added to the difficulties of the retail 
shoe business in these districts. Bad 
road conditions have also retarded the 
business, but this situation will be 
quickly adjusted with dry weather. 

Black patent in plain effects dom- 
inates the style field in all factories. 
At least sixty per cent of the women’s 
style shoes sold by one large concern 
was black patent leather. However, 
colors are practically disposed of. 

Whites are showing greater strength. 
Reports on black satin show a slight 
increase. Early predictions are for a 
small revival of this material for fall. 





New Columbus Store 


CoLumMBus, OHIO (UTPS)—The Ed- 
monds Distributing Co., which sells the 
Edmonds line of shoes of Milwaukee, 
has taken a long time lease on a store 
building at Front and Broad Streets 
and will soon open a retail store with 
E. L. McShane, as Columbus manager. 
The company will handle the $7.50 line 
exclusively. Mr. McShane was for 14 
years connected with the Dunlap Shoe 
Co., and has done much research work 
in fitting ill-formed feet. The store 
is expected to open about April 26. 


Sell Imported Slippers 


New YorkK—I. Miller & Sons, in their 
French Salon at Fifth Avenue and 
Forty-sixth Street, last week offered for 
sale at $16.50 a pair, 400 pairs of im- 
ported slippers, which cost the firm 
from $30 to $60 a pair. The shoes 
were those purchased by the company 
for the purpose of inspiring Miller de- 
signers. 


Rent Space for Millinery 


DENVER (UTPS)—Weavers, 628 Six- 
teenth St., have rented space to Ebel’s, 
one of Denver’s leading milliners. In 
this association is seen that new idea 
that in the combining of certain re- 
lated commodities, each has a recipro- 
cal boosting power. Always there is 
that probability that a lady interested 
in shoes is interested in hats, and vice 
versa. There is, of course, an econom- 
ical phase to this development, split- 
ting rent, light, heat and other inci- 
dentals. The fact that both advertise 
jointly and plan sales exploitation to- 
gether is another interesting feature, 
at the same time each store retaining 
its individuality. The innovation in 
Denver was probably inaugurated by 
Weiner’s, 718 Fifteenth Street, who 
opened up at this stand not long ago 
in conjunction with a men’s hat store 
owned and operated by another indi- 





vidual. 






































































New N. Y. Office 


New YorK—New York sales and 
sample offices of the A. E. Nettleton 
Co., men’s shoe manufacturers, Syra- 
cuse, N. Y., are being established in 
the Hotel Roosevelt. Suite 1010 has 
been engaged for this purpose and is 
being fitted up for use as sample rooms 
and offices. H. W. Barrie will be in 
charge of the new office, which is prob. 
ably the only permanent wholesale shoe 
office in an exclusive hotel in this coun- 
try. R. M. Garfield will assist Mr. 
Barrie and Henry W. Cook, president 
of the company, hereafter will spend 
considerable time in New York. 


Mid-Atlantic Regional 
Meetings to Start Soon 


PHILADELPHIA—Regional meetings of 
the Middle Atlantic Shoe Retailers’ As- 
sociation start on May 12. The first 
district meeting will be held in north- 
western Pennsylvania at Cambridge 
Springs. R. E. Weschler of Erie is in 
charge, and assisting him at the mect- 
ing will be Cal. Mensch of Philadel- 
phia, Al Schmidt and George Lude- 
behl, both of Pittsburgh, together 
with A. N. Foster of Uniontown. 
Other district meetings. will be held 
through Pennsylvania up to the annual 
meeting at the Ambassador Hotel in 
Atlantic City, Jan. 23, 24 and 25, 1928, 

Cal. Mensch expects the membership 
drive to be 100 per cent successful in 
making the roster a full 600 by Jan- 
uary. 


Edward E. Lincoln Dead 


BostoN—Edward Everett Lincoln, 
one of the best known and best liked 
salesman traveling out of this market, 
and who for the past five years had 
represented Lawrence & Co. in the 
west, is dead. He passed away on 
April 20, in his 58th year. Mr. Lin- 
coln had long been connected with the 
rubber trade, at one time being with 
the Pilgrim Rubber Company, and 
later being affiliated with various shoe 
manufacturing concerns. Funeral ser- 
vices were held at his late home, 381 
Belmont Street, Belmont, Mass., on 
Saturday afternoon, April 23. He 
leaves a widow, two married daughters, 
and one son. 





WHERE TO BUY 


Shoe Ornaments 












SHOE ORN: 
Studded Heels 
68W32ndSt.New 
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Buy Styles That Repeat — For Profit 


The money is made on the Merchants’ basical styles are the 
classical types. Pumps and backbone of profit in many a 
One-Straps are constantly good. store. Our customers keep a 
Though details change slightly steady stream of orders coming 
from time to time, these styles to us on such shoes as these 
are never out of the picture. illustrated. 

Yours for more profit, 


Geo. M. Rosen, Gen’l Mgr. 





. 









Helene 
Patent Leather. 
$4.35 
White Kid 
Spike and Cuban 
‘ $4.60 
ny ye All Sh i 
Patent Leather. oe SS 
Spike and Cuban A, B, C Widths 
Black Satin,* Spike only No orders for less ‘ 
$3.85 than 12 pairs. Venita 
White Kid, Spike and Cuban Patent Leather. 
$4.35 Black Satin 
Red Kid $3.85 
Blue Kid White Kid 
Spike only Spike and Cuban 
$4.60 $4.35 





CO.» 
N 


‘ CE 
MERCHANTS BSHOR. 


57 Lincoln Street 


SHOE COMPANY 


Boston, Mass. 




















An Easy Source of Profit 


that also establishes Prestige— 


Ornamental Fastener CAPEZIO B ALLETS 


for Oxfords and Ties 


Grips laces securely and 













Professionai 


In Pink Satin, 
dancers ask for 


White Satin, 






assures a natty and un- Black Kid, them by name 
. ° Black Satin and dancing 
wrinkled bow in the cor- and White Kid. tenchers recom- 
nt P f menc 1@la. 
rect position on the shoe. Nee pee ye i teens 
r . . . ality acts 
No tying or untying of Toe Slippers. quality, and Cape- 
k . zio buyers usually 
nots or bows with the buy their shoes at 
use of this instantly at- > ie Soe 
tached little fas- Retailers selling Capezio Toe and 
tener. Ballet Slippers find them decidedly 


worth while as trade attractors and 
Write for trial “ 
commen @ one builders of extra profits. 
dozen pairs and ‘ » ° 
display card, to be Write us today regarding our co-operative plan 
sent direct or for your territory. Ask also for samples and 
through your job- 
ber. 


y 









prices of our special ballet slipper ribbon and 





lamb’s wool. 


Established 1887 








AMBECOR CORPORATION 209 West 48th Street New York City 
321 Broadway, New York City 
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POSITIONS WANTED 

LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 
Five 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 
dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








orders. 


WANTED 


Good high-grade Salesmen to sell a Western Line of Men’s and Boys’ Medium 
priced Dress Welts carried in stock, in the following territories : 


Arkansas, No. Georgia, Missouri, 
Connecticut, Kansas, Ohio, 
Rhode Island, Kentucky, Oklahoma, 
North Dakota, Massachusetts, Oregon, 
South Dakota, Michigan, Virginia. 


Strictly commission proposition—'4 of commissions advanced weekly on accepted 
None but live wires and experienced shoe salesmen need apply. Ad- 
dress C-792, Care Boor & SHOE RECORDER, 207 South St., Boston, Mass. 








WHOLESALE SHOE SALES- 
MEN WITH SUBSTANTIAL 
RECORDS 


Three territories available. Quality 
line of Young Men’s snappy go- 
getter shoes. Will compensate 
according to established record. 
Applications held strictly confi- 
dential. We want real shoe sales- 
men. Experienced. No others 
need apply. 

Address C-725, care Boot & Shoe 


Recorder, 207 South Street, Boston, 
Mass. 


UNCOVERED 


Maryland and the Virginias; also 
few Central North-Western States 
east of Idaho. Specialty salesmen 
with present sustaining line can 
add one tray—twelve samples—on 
strictly commission basis. For 
prompt reply, submit full record 
and references. 


The J. K. Orr Men’s $5 Shoe is the 
coming big seller. ‘‘More Shoe for 
Less” is the motto of 


The Edgewood Shoe Factories 


Atlanta, Georgia 














Wide-awake, Alert Salesman 


for popular priced, novelty McKay shoes 
that retail from $6 to $8, for New York 
and vicinity, on weekly commission basis. 
If you have confidence in your ability, 
state specifically your past experience 
and all other essential information. 
Address C-789, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











SALESMAN— Experienced for New York 


City, Brooklyn and Connecticut. For Job- 
bers’ Popular Price General Line to Retail 
Trade. Address C-777, care Boot and Shoe 


Recorder, 239 W. 39th St., New York, N. Y. 


SALESMAN WANTED —tTerritories open in 
Kansas, Oklahoma, Arkansas, Texas, Iowa, 
Missouri, (Minnesota, on “OSTEO-PATH- 
IKS,” nationally advertised line of men’s dress 
welts. Men with established trade living in 
their territories preferred. Give full details. 
ALLEN-SPIEGEL SHOE MFG. COMPANY, 
Belgium, Wis. 





SALESMEN WANTED—Experienced _ sales- 
men for Oregon and Washington, Minne- 
sota, Oklahoma and Texas on straight commis- 
sion, by manufacturer of lumbermen’s, miners’ 
and sportsmen’s high de boots and _pacs. 
Excellent side line. Address WEILER SHOE 
MFG. CO., Chippewa Falls, Wis. 


MANUFACTURER of Women’s medium 
priced Welts desires resident salesman for 
Detroit and vicinity. Line includes novelties 
and staples, all carried in stock. Address C-785, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








WANTED salesman to represent manufac- 
turer of house slippers with established trade 
in Texas and Oklahoma. Line unusually at- 
tractive and aan priced. Turns, Mules, De- 
Orseys and Pumps in Leather, Satin, Felt and 
Fabric; soft and hard soles, liberal commis- 
sions, samples ready. Give all details in first 
letter. Address C-786, care Boot and Shoe 
Recorder, 70 Exchange St., Rochester, N. Y. 


SALESMAN WANTED—Man to carry a 
very snappy line of low priced ladies’ nov- 
elty shoes as side line. Up to the minute pat- 
terns and very attractive prices. Strictly 5 
per cent commissions. erritory—Virginia, 
Pennsylvania, Michigan. Indiana, Illinois and 
Southern States. Address C-791, care Boot 
soe Shoe Recorder, 207 South St., Boston 
Mass. 





QUICK MONEY 
for 
TRAVELING MEN 


In line with co-operating and rendering « 
valued service to your customers, just ask any 
one of them if he is ‘‘sick’’ of using the old 
fashioned pin to hold up price tickets on 
shoes; if they are unsightly and cheapen the 
appearance of his windows, to all of which 
he will emphatically say ‘‘yes,’’ and if you had 
to offer him a small, inexpensive, neat ani 
everlasting ‘‘Polly Clip’’ that is a vast im- 
provement and the “‘last-word’’- in displaying 
price tickets, don’t you think he would buy? 
—and from the money you derived throug! 
such little effort you could pay your travel 
ing and other expenses? We have sold up 
ward of 10,000 gross in one year to progres 
sive shoe dealers and department stores an 
with our money back guarantee and consistent 
advertising in this magazine, which is the 
“bible of the shoe business,’’ it will help you 
sell these clips. Our advertisement is on the 
next page. Write us for samples and for 
our attractive selling proposition. Address M 
D. POLLINGER CO., 416 Victoria Bidg., St. 
Louis, Mo. 








WANTED 


Live wire salesman with women's 
line to carry strong side line, chil- 
dren’s shoes in Illinois and Indiana. 
In stock. Liberal commission. Re- 
ferences required. Address C-794, 
care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, III. 








SALESMAN for West Virginia. Travel by 
* auto. _Welts, Stitchdowns, McKays, Le; 
gings. Prefer man residing in the State 
HAGERSTOWN SHOE & LEGGING C0 
Hagerstown, Md. 


ALESMEN WANTED—Men’s and __ boys 

high grade boots, work and semi-dress shoes 
Following territories: Illinois, Indiana, Ken 
tucky, Missouri, Tennessee, Pennsylvania, an 
New Jersey. Liberal commissions basis. Ap 
plicants must own car. RED WING SHO] 
CO., 109-127 Main St., Red Wing, Minn 











BUSINESS OPPORTUNIT) 


ARE OPPORTUNITY—We are changin 

representatives in the following States 
which we have established trade—Ohio a 
New Jersey. Want men to carry our line 
In-Stock leather house slippers as side ling 
Must live on territory and cover same clos 
by auto. Give full particulars in first lette 
No drawing account. Weekly _ settlement 
against orders received. Twenty men now sv 
cessfully selling line. Easiest selling commodit 
in shoe me today. MAID:-RITE COR? 
Ceaeere, 35 York St., Brooklyn. Ne 
ork. 
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BUSINESS OPPORTUNITY 











Opportunity for 
Shoe Men 


A prominent manufacturer, estab- 
lished 50 years, making one of the 
best lines of women’s high grade 
style and orthopedic footwear, with 
largest stock service in United 
States, is prepared to present this 
exclusive franchise to responsible 
parties. Realizing there is an in- 
creasing demand for specialization 
and branded products, we are pre- 
pared to back energetic young men 
with some capital and the ability 
to visualize. This proposition is 
open and will bear close investiga- 
tion. Please give in your first let- 
ter details as to responsibility, 
amount of capital available, experi- 
ence, references, etc. 


Address C755 
c/o Boot and Shoe Recorder 
207 South Street, Boston, Mass. 























HELP WANTED 








Exceptional 
Opportunity 


Wanted—good live manager and 
buyer for women’s medium price 
and high grade Booterie in good 
live Southern City, annual sales 
approximately 100,000.00. Com- 
pany owns several stores—wants 
partner manager with at least 
$5,000.00 capital to take over ac- 
tive management of one store. Do 
not answer unless you can Qualify. 


Address C-779, care Boot and Shoe 
—* 207 South Street, Boston, 
ass. 




















LINE WANTED 








SALESMAN with excellent following among 
the best trade on the Pacific Coast desires 
connection with reputable manufacturer’s line. 
Thoroughly experienced and capable of selling 
volume. Maintaining office in San Francisco. 
Address C-773, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











WANTED—Li wine of shoes for Michigan, in- 
cluding Detroit. Ladies’ line preferred. 
Seven years’ acquaintance with trade. Best of 
references. Address C-778, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








SHOE. salesman, experienced, desires line of 

medium priced ladies’ and children’s shoes 
for New York and Brooklyn. Highest refer- 
ences. Address C-793, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





ANTED—Line of shoes for Virginia, West 

Virginia or North Carolina. Have had four 
years’ experience on the road. Address C-784, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














FOR RENT 





Ge aner STORE FOR RENT—Easton, Pa., 
Dn G per cent location. In the heart of the 
Dry Goods and Shoe District. Three pobe 
show windows. Immediate possession. 4 greed 
opportunity. Come and see it. 1. B. HOCH- 


MAN, 153-155 Northampton St., Easton, Pa. 





POSITION WANTED 





BUYER and Manager for a department or 
store; fifteen years’ experience with medium 
and highest grade men’s and women’s shoes. 
My experience covers every phase of the shoe 
game. At t assistant to a successful State 
Street buyer. Aer C-738, care Boot and 
Recorder, 189 W. . Madison St., Chicago, 





RETAIL SALESMAN available May Ist. 

Sixteen years’ experience. Might consider 
sition on the road. Prefer central New 
ork State. Address C-788, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








HELP WANTED 


ESIDENT SHOE BUYER WANTED— 

One that knows the Boston Shoe Market to 
buy jobs of manufacturers. Address C-783, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANAGER WANTED—For retail store, one 

accustomed to handle high class trade and 
able to manage men on floor. Address C-787, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


PARTNER WANTED—Man 25 to 40. 
Clothing, Shoe, Haberdashery, experience. 
Partner wants to sell. Established 45 years. 
Best location in town of 4,500 near Detroit. 
Opportunity for right man. State age, nation- 
ality, religion, fraternal memberships, refer- 
ences. Address C-790, care Boot and Shoe 
Recorder, 207 South St. Boston, Mass. 

















FOR SALE 





SHOE STORE fixtures and shelving cheap. 
Four year lease. Splendid location. Rea- 
sonable rent. Address SQUARE DEAL SHOE 

STORE, 518 Main St., Lewiston, Idaho. 


FOR SALE—AIll or part of a $27, 000.00 

eral shoe stock—all high grade merchan ~ 
Write care H. H. B., 914 Niles Ave., South 
Bend, Indiana. 














FOR LEASE 


FOR LEASE—Space for popular ladies’ shoe 
department in connection with a new ladies’ 
ready-to-wear shop. Entire second floor specs, 
about 23x90. 100 per —_ location in 
ston-Salem, N. C. App wi eee "oe 
So. Elm St., Greensboro, poe 


FOR LEASE—Ladies’ shoe department, front 
store space in high class women’s ready-to- 
wear store, in Amarillo, Texas, 100 per cent 
location, new building, best modern front in 
store, 30’x140’, two floors. Address 1010 
Harrison St., Amarillo, Texas. 














MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
GET IT. WE WILL MAKE IT 

FOR YOU. 

=. .. FOLLIS ADVERTISING SERVICE 
. STATE STREET CHICAGO 

















EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
specialized office, established to assist the 
empleyer to find the trained office, sales or 
factory executive. Alse to help qualified 
men and women locate the particular pesi- 


tion they desire 
Oo to employers without charge! 
ERVI 


PETERS E 
31 State St., 











MERCHANT NEEDS 

















Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 


























IN WOOD ONLY, BUT IN MANY PERIODS, 
To Make Your Show Windows 
Profitable These 3 Conditions 


Important: 
ONKEN 


ist—A good Window 
Display Man. 

24—Change the Dis- 
plays very often. 

3d—Use Wood Dis- 
play Fixtures that are 
well made, correctly pro- 


portioned, interchange- 
able, and nicely fin- 
ished. 

Always bear in mind that 


‘‘Many Sales are Made on the Sidewalk’’ 


At half the 
rent you are 
paying, you 
would not board 
up your show 
windows. This 
means they 
have a certain 
value. If neg- 
lected they 
become very 
costly. If util- 
ized right they 
can be made 
very profitable. 




















Ask for 
Book Cll 
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CSTABLISHED 1890 


LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


ot Hm 
FRANK C. MEYER Co 
SUR RO 
3-271 LEXINGTON AVE , BRODKLYN. N¥ 
AMERICA'S GREATEST 
SHOE CARTON & LABEL MICS 




















EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


He yu’ cod -If ake fue ld | 


Relonone, Md.; Same, Danes Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Asqeien . Calif.; New York, N.Y.; 
ries phia, Pa.; St. Louis,Mo.; Port- 
.» Oregon; San Francisco, Calif. 
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at Leng Beach LI. 


Just 40 minutes fr from Ne New York by train 
THE BOARDWALK 18 GLORIOUS 
‘HE ‘AIRS LADEN WHT HEAWT 
THE HOfEL_ISs A PLEASANT TREAT 

Sea Baths “ Music? Dancing 
Festive Week-En 
Room Plus food ~ Only * = per Day 
OPEN ALL YEAR 


TELE PRONE - LONG BEACH ICO 
Henry H.Gerard — /Yaereg'rg Derector 


STORE SUPPLIES 








\ 


bic, “peel 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with many 
advantages over common pin. Slips on 
and off i easily. Now used by h 
ee stores. Half gross $2. 

$5.00. Check with trial oa 
Refund if unsatisfactory. 


. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 














GLASS EYES 




















This Silent Salesman 
Will Help You Sell Shoes 


The Front and Back of 
a Good Shee Mirror 
Portable mirror, made of the best plate glass, 
mounted in an all-metal frame, finished in 
gaat mahogany. Dimensions, 18”x14”. 
rite for description and price. 
THE CHICAGO WIRE CHAIR COMPANY 
612 No, La Salle St., Chicago, Ill. 





GLASS EYES 


For Bunny and Kik- 
ten Children Slippers 
and other decorative 
purposes. 
G. SCHOEPFER 
16-18 West 36th St., 


KITTEN EYES New York, N. Y. 














WANTED TO PURCHASE 


PRESERVO 


prevents patent leather 
*‘cumbacks.””’ 
ASK YOUR JOBBER 
$1.75 dozen. $20 gross 
Preservo Polish Company 


1220 West 24th Street 
Kansas City, Missouri 














HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fees 
goods, etc. Dry Dock 0385 























Wi NDOW 


DISPLAY F Ser eee 


SEGALLE °SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 


Sell Us Your Left Over 


New Yore Export Purcnasinc Corr 
596 Broadway, N. Y. City 


Or Entire Stock for Casb 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y¥. 
Phone Spring 1443 


SHOE STANDS 


FINISHES $1.50 EACH 


WALNUT 
12”, 18”, 24” High 


MAHOGANY 
OR NATURAL 
Send for catalogue. 








These Fixtures Made of Hardwood 
and Guaranteed 
¥F.0.B. Pittsburgh, Pa. 
NATHAN CO. 
Fifth ave 


Pittsburgh ennsylvania 














Information for Shoe Merchants 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. Th 
feature in its quick service is a time 
saver in meeting immediate needs 
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BROOKS TOE SLIPPERS 


BOX TOES 


618 BLACK KID 


Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 2.70 


No. 608 
PINK SATIN 


Women’s 2% to 8 $3.40 
Misses’ 11% to2 3.35 
Child’s 6 to 11 3.30 


_ a * a 
s SHOE Fiz G. 
t Street Philadelphia. Pa 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 


Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 
450 Rooms—450 Baths 
Every Room an Outside Room—With Two Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, 85.00 Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Special Weekly Rates 
Furnished or Unfurnished Suites with serving pantries, $95 to $150 
per Month 


Mederately Priced Restaurant Featuring a Peerless Cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 


Ome} 
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A Boudoir Buy oF 


Almost any merchant can build up a 

steady demand for Greeley Boudoirs— 

the sensible, everyday slipper which we 

carry in-stock for immediate delivery. 

In black or colored kid. 

With leather or rubber heels. 

Try your jobber first—and 

IN if he cannot supply you— 


STOC K write us. 


36 Pair Cases Deliveries At Once 


A. W. GREELEY 


ang 12 Duncan Street - - - Haverhill, Mass. 





THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 
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Fundamental Facts of 
Shoe Manufacture 


It is never too late to review what we know about the way dif- 
ferent kinds of shoes.are made—and what purposes are best served 
by each kind. Here is an inexpensive little booklet— 


HOW SHOES ARE MADE 


which tells you everything you will want to know about the welt, 


turn, McKay and stitchdown processes. 


A good thing to have 


round the store—particularly valuable for the new salesman when 
he starts on the job Monday morning. The price is low— 


Only 25 Cents 
(Cash with Orders) 


BOOT AND SHOE RECORDER PUBLISHING CO. 


207 South Street 


Boston, Mass. 




















The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anp SHoe Reconper 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 





IG city stuff. Next week in a 

national survey of men’s shoe 
styles, we will indicate brogues and 
custom toes for high-priced shoes, 
brogues and French toes for medi- 
um-priced shoes and broader toes 
in low-priced shoes, with a general 
picture of the new forward move- 
ment that is making the men’s game 
the sweetest end of the industry’s 
business in 1927. 


IVE the girl a hand, for she won 

all hearts at the Shoe Styles 
Conference. This practical little 
lady skipped all the fluff of fashion 
and put over some homely, whole- 
some truths that every shoe mer- 
chant should know. 


E take from the songs of Solo- 

mon our cue for a story on san- 
dals that have made beauty in foot- 
wear the dernier cri through the 
ages. And, oh, what a chance the shoe 
trade has this season, when the sun- 
burnt miss is fashionably correct. 
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READ ABOUT THIS NEW SERVICE 
AND ORDER NOW 


No shoe store window card service offers you the beauty and the attractiveness of this 
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. fit for the finest store windows in the land, with real up-to-the-minute sales mes- 

sages ... right in season. 

The service consists of four beautiful card holders and eight cards each month with 

plenty of price tickets in dainty effects to harmonize with the cards. 


00 
*4 Per Month - 


REcoRDER SHOW CARD DEPARTMENT, 
189 West Madison Street, Chicago, III. 


Please send me the Recorder Show Card Service for one year. I agree to pay four dollars each month for the full 
year. I handle men’s, women’s, children’s shoes and hosiery. 7 
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